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A BUSY SPACE BUYER suggests displaying 
this sign in the lobby of every advertiser 
and advertising agency. 


Well-why not? 


HE days of blind space buying are 

over. To ask an advertiser to select 
media on the basis of unsupported facts 
and figures is like asking him to sign a 
blank check. 

Today advertisers have definite stand- 
ards for circulation values. They want 
to know, by these standards, how much 
circulation a publication has, where it 
goes, how it was obtained, 


Please do not ask fr an interview unless 
prepared to submit verihed facts and 
figures in aocordance with our stand 
ards of circulation values 
ADVERTISING MANAGER 
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can select media intelligently and buy 
space with assurance that they will get 
what they pay for. 

To cooperate with advertisers and tell 
our circulation story by their own stand- 
ards we belong to the Audit Bureau of 
Circulations, a cooperative organization 
of advertisers, advertising agencies and 
publishers. Our A. B.C. report giving 

complete and audited in- 


how much the readers 
paid and many other 
facts that bear on the 
advertising value of a 
business paper. With these 
facts, verified, advertisers 


A. B.C. PROTECTS 
YOUR ADVERTISING 


Paid subscriptions, renewals, 
evidence of reader interest, 
are among many facts in 
A. B. C. reports that are 
definite guides to effective 
media selection. When you 
buy space in A. B. C. pub- 
lications your advertising 
is safeguarded by audited 
circulation. Always ask 
for A. B. C. reports. 


formation about our cir- 
culation is the advertisers’ 
assurance that their ad- 
vertising investments are 
protected by known, veri- 
fied values. 


- The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations Ask for a copy of our latest A.B.C. report 
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The ONLY "All-in-One" Reference Book 


2 ALL about the Companies! 





Giving all the useful and official financial data on the com- 
panies, National Underwriter Reports provide what you want 
to “know about” concerning each and every one—(404 were 
covered in last year’s edition). The field of private “rat- 
ings” or “opinions” is not entered. But if you want all the 
significant facts (including everything available from any 
other book except “opinions”) on which to base your own 
judgment, you'll find these in the “Unique Manual.” 


Records of Development—and the Latest 
Annual Statement in Full Detail 


The essential features of each company’s financial develop- 
ment are clearly shown, including capital and surplus at 
incorporation, changes since then, dividends paid, reinsur- 
ances, etc., as well as all special provisions of the companies’ 
charters. Picturing growth and trends for each company, 
the Section “STATISTICS BY YEARS” provides a record of 
development in figures, for the past 25 years, including each 
of the last five. 


Covering some 70 significant items from each company’s 
statement, and expressed in the new form that “a business 
man can understand,” these Analyses present all the impor- 
tant items given in all other books and also many valuable 
ones in addition. In short, the current statement is fully 
analyzed and more thoroughly reported upon than anywhere 
else except in the “convention” form itself. 


COMPLETE 


“Everything you need on 





Be “FULLY PREPARED” with ALL the Facts 


1656 


0 case?” ALL IN ONE 


Sweeping Changes make New Information Essential! 


Get ALL the Facts—Order Yours Today 





Get the NEW 194] 
Unique Manual-Digest 


It’s the one and only reference book that covers 
not only ALL companies but also ALL three branches 
of life insurance information. 


1 ALL about the Figures! 


More than 1000 of the 1656 pages in the Unique Manual 
contain useful information not given in the smaller pocket 
sized books. It is this extra data on special and unusual sub- 
jects that makes it so valuable. Its rate-cost-value section is 
simply not approached by any other publication. 





Rates in full on some 4000 extra contracts—and sample 
rates on all contracts—are included. Dividends and cost 
illustrations are given on some five times as many contracts 
as small books show. About ten times as much surrender 
value data—(cash, loan and paid-up) is included. Annuities, 
Retirement Contracts, Single Premium Policies, Short Term 
Endowments, Special Contracts, Juvenile, Industrial and 
Government Insurance are all covered. Over 100 pages of 
Reserves and other special useful tables are also included. 


Settlement Option Incomes and Values at Retirement Ages 
are thoroughly treated. The “Incomes Payable” are given in 
detail not only for current issues but also for practically all 
contracts issued in the past 30 years. With its many illustra- 
tive programming tables, the Unique Manual is by all odds 
the most comprehensive source of programming material 
available anywhere. 


3 ALL about the Contracts! 








By concise “easily-grasped” paragraphs that instantly bring 
to light all vital provisions of each company’s contract, 
including the “obscure” but significant points, the Unique 
Manual enables you to “get at” any policy provision accu- 
rately, easily and much more quickly than from the full 
verbose wording of the contract itself. The “legal language” 
is translated into the very facts you want to know about. 
“Company practice” too, is carefully covered—an important 
extra feature. 


Ready Now—Only $5.00—Or Your “‘Club Rate”’ 
Can You Afford to be Unprepared ? ? ? 


Mail this coupon now ! 
Pages | Send—, billing at our “club” rate, on delivery: 

1 

! 
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Sees Big Opening 
for Life Insurance 
in Latin America 


Trade Expert Cites Closer 
Inter-American Ties, 
Improved Mortality 


NEW YORK—With North and 
South America becoming more closely 
united by reason of the Axis menace 
and Latin Americans growing distrust- 
ful of German and Italian insurers’ abil- 
ity to pay off, there is an execellent op- 
portunity for American life insurance 
companies to expand into Central and 
South America, according to Wade H. 
Everhart of Aetna Life in New York 
City, who writes a large part of his 
business on Americans and others re- 
siding in Latin America. 

As a former resident of several Latin 
American countries, Mr. Everhart is 
thoroughly familiar with the insurance 
situation as well as general business 
conditions below the Rio Grande. Also, 
he is secretary of the Argentine-Ameri- 
can Chamber of Commerce and of the 
Peruvian-American Association, organ- 
izations composed of prominent North 
American firms doing business in those 
countries. 


Mortality Is Much Improved 


Writing of business in Latin America 
would incidentally mean the building of 
a great deal of good will for the United 

tates, Mr. Everhart believes. While 
he does not feel that it is up to the life 
imsurance business to promote inter- 
American relations by writing a losing 
type of business, he feels certain most 
American life companies are unaware 
of the great improvement in health con- 
ditions that has taken place in most 
countries of Central and South America. 

There is no doubt, he said, that con- 
ditions there are fully as good as they 
were in the United States when the 

merican Experience table was drawn 
up and that insured mortality would be 
fully as good as that indicated by the 
American Experience table. He con- 
tends that American companies could at 
first even afford to take business at no 
Profit in order to set up an experience 
on which to base their premiums and 
underwriting. 


Health Conditions Vary Widely 


Mr, Everhart pointed out that there is 
a great difference between one country 
and another in Latin America and a 
mistake commonly made .by Americans 
to consider the entire continent and 
Central America as one country. There 
18 aS much difference between Argentina 
ig oe parts of Colombia as between 
nited States and the Belgian 
Pm at Aside from one or two Ameri- 

n companies, no companies in this 


pad have bothered to make a real 
vestigation of the possibilities of writ- 
(CONTINUED ON LAST PAGE) 


Million Dollar 
Table Card Is Set 


Seven Speakers Slated— 
Total Membership 170— 
Outing at French Lick 


One hundred additional qualifiers, 
bringing the total up to 170, are an- 
nounced for the Million Dollar Round 
Table of the National Association of 
Life Underwriters by H. K. Nickell, 
Connecticut General, Chicago, chairman. 

The total membership is divided: Life 
and qualifying, 35; qualifying, 34; and 
life, 101. The total constitutes one of 
the largest round tables ever broveht 
together. It indicates that an unusually 
large number will be present in Cincin- 
nati Sept. 16 for the annual meeting. 

Seven speakers have been announced 
by Mr. Nickell for the all-day meeting. 
Followng the breakfast, at which the 
members will have as their guests in- 
surance and public dignitaries, there will 
be six 15-minute talks by the following 
members: 

Henry W. Hays, Massachusetts Mu- 
tual, Rochester, N. Y.; R. H. S. Bril- 
liande, Occidental Life, Honolulu; Paul 
Dobson, Northwestern National, Minne- 
apolis; Harold S. Parsons, Travelers, 
Los Angeles; Theodore Widing, Provi- 
dent Mutual, Philadelphia, and Paul W. 
Cook, Mutual Benefit, Chicago. 


D. B. Maduro Is Slated 


Following luncheon, the round table 
will listen to Denis B. Maduro, New 
York attorney and noted speaker before 
advanced underwriting sessions, discuss 
pension and employe trusts. An hour- 
and-a-half forum on the talk will then 
follow. The round table will conclude 
by holding its annual business meeting 
and electing 1941-42 officers. 

Prior to its Cincinnati session, the or- 
ganization will hold a pre-convention 
outing at French Lick Springs, Ind., 
Sept. 13-14. 

Chairman Nickell released a prelim- 
inary list of qualifiers in June, listing 70 
members. The latest list of 100 addi- 
tional qualifiers—15 life and qualifying, 
21 qualifying, and 64 life, is: 

Life and Qualifying: Walter N. Hiller, 
Penn Mutual, Chicago; John J. Kellam, 
National of Vermont, Norwalk; E. M. 
Klein, Northwestern Mutual, Cleveland; 
Herman Lasker, Mutual Life, Eau Claire; 
Ben S. McGiveran, Northwestern Mutual, 
Eau Claire; John R. Mage, Northwestern 
Mutual, Los Angeles; F. R. Olson, North- 
western Mutual, Minneapolis; H. Ben 
Ruhl, Northwestern Mutual, Detroit; 
Tom B. Reed, Great Southern, Oklahoma 
City; James M. Stokes, New England 
Mutual, Philadelphia; John O. Todd, 
Northwestern Mutual, Chicago; Malcolm 
D. Vail, Northwestern Mutual, Chicago; 
Theodore Widing, Provident Mutual, 
Philadelphia; Roderick Pirnie, Massa- 
chusetts Mutual, Providence; Frank G. 
Rollinger, independent, Sioux Falls. 

Qualifying: E. F. Bailey, Equitable So- 
ciety, Philadelphia; R. H. S. Brilliande, 
Occidental, Honolulu; R. V. Long, Mutual 
Benefit, Atlanta; R. W. Barnwell, Mutual 
Benefit, Atlanta; Charles C. Dibble, 
Northwestern Mutual, Cleveland; R. D. 
Deacon, Sun of Canada, Seattle; Meyer 
M. Goldstein, Connecticut Mutual, New 
York; Milton A. Goldstandt, Mutual of 
New York, Chicago; Mrs. Sis Hoffman, 
Union Central, Cincinnati; R. W. Jack- 
son, Detroit; I. Austin Kelly, III, Union 
Central, White Plains; Ralph G. Law- 





Almost 2 Billions 
on Men in Service 


Total of 533,000 Men in 
Service Have Taken 
Government Policies 


WASHINGTON—A total of 533,000 
men in the military service have taken 
out government life insurance policies, 
it was disclosed this week by the Vet- 
erans Bureau. 

Officials of the bureau said that up to 
Aug. 7 policies to the value of $1,739,- 
978,500 had been written under the act 
passed by Congress last year for pro- 
tection of men called for training. 

The average amount per policy was 
$3,264. 

It was explained that there is no way 
of estimating what percentage of se- 
lectees are taking out the insurance 
because much of it still is “in the mill” 
and particularly because a considerable 
period elapses between the time a man 
enters the service and the final date on 
which he can secure insurance. 








rence, Texas Prudential, Oklahoma City; 
R. Clinton Meadows, National of Ver- 
mont, Binghamton; Melville M. Menefee, 
Washington, D. C.; Emmet C. Peebles, 
Northwestern Mutual, Cincinnati; Charles 
E. Purdy, Minneapolis; George W. Stew- 
art, Penn Mutual, Pittsburgh; Russell 
C. Whitney, Connecticut Mutual, Chi- 
cago; Charles Selig, New York; Frank 
L. McFarlane, Aetna, Cleveland; William 
T. Earls, Connecticut Mutual, Cincinnati. 

Life: C. Vivian Anderson, Provident 
Mutual, Cincinnati; Charles E. Albright, 
Northwestern Mutual, Milwaukee; Ed- 
ward L. Arthur, independent, Tampa; 
Herman A. Binder, Massachusetts Mu- 
tual, Los Angeles; Philip F. Broughton, 
independent, New York; Manning P. 
Brown, Equitable Society, Philadelphia; 
Robert A. Brown, Pacific Mutual, Los 
Angeles; Lloyd H. Bunting, Equitable 
Society, New York; William H. Burns, 
independent, Philadelphia; Dana _ C. 
Clarke, independent, New York; Charles 
E. Cleeton, Occidental, Los Angeles; 
William O. Cord, Fidelity Mutual, Day- 
ton. 

Also: R. U. Darby, Massachusetts Mu- 
tual, Baltimore; Clinton Davidson, inde- 
pendent, Jersey City; M. J. Donnelley, 
Equitable Society, New Castle; R. W. 
Dozier, Massachusetts Mutual, Oklahoma 
City; Paul H. Dunnavan, Canada Life, 
Minneapolis; G. A. Eubank, Prudential, 
New York; J. M. Eisendrath, Guardian 
Life, New York; Frank B. Falkstein, 
Aetna, San Antonio; James E. Fitzgerald, 
Fidelity Mutual, San Jose; H. G. Feld- 
man, Aetna, Pittsburgh; Fred S. Gold- 
standt, Equitable Society, New York; 
Adolph E. Gillman, Northwestern Mu- 
tual, Cincinnati. 

Also: Albert Hopkins, Penn Mutual, 
New York; Clay W. Hamlin, Mutual 
Benefit, Buffalo; R. E. Hanley, Equitable 
Society, Chicago; Henry W. Hays, Massa- 
chusetts Mutual, Rochester; J. Frank 
Holmes, independent, Indianapolis; 
Samuel S. Herwitz, Cincinnati; Isidor 
Hirschfeld, New England Mutual, New 
York; J. D. E. Jones, Equitable Society, 
Providence; Charles G. Keehner, Massa- 
chusetts Mutual, Oakland; Frank J. 
Koors, Northwestern Mutual, Minne- 
apolis; George E. Lackey, Massachusetts 
Mutual, Detroit; Felix U. Levy, Penn 
Mutual, New York; Edwin M. Lillis, 
Northwestern Mutual, Erie; John Mor- 
rell, Equitable Society, Chicago; Ear] G. 
Manning, John Hancock Mutual, Boston; 
Robert C. Newman, New England Mu- 


(CONTINUED ON LAST PAGE) 





Federal Premium 
Tax Is Once Again 
in the Offing 


First Target Life | 
Insurance and Exclusively 
A. & H. Companies 


The treasury experts are now reported 
to have drafted a provision for a 2 per 
cent premium tax on life insurance com- 
panies and those insurers writing exclu- 
sively accident and health insurance. The 
“Unique Manual Digest” reports that the 
total premium income of 256 legal re- 
serve life insurance companies during 
1940 amounted to $4,114,280,059, not in- 
cluding A. &. H. writings. If the 2 per- 
cent tax were applied on that base it 
would produce revenue of about $82,- 
000,000. fis 

The treasury department, it is under- 
stood, will insist that the law prohibit 
the tax from being passed along to the 
policyholder in the form of a surcharge. 
It would be applicable to both new and 
renewal premiums. Of course, insofar 
as mutual companies are concerned the 
insurer could recoup by reducing the 
dividend to policyholders. The stock 
company tax at least insofar as renewal 
premiums are concerned, would presum- 
ably be at the expense of the stock- 
holders. A 

The treasury department intends to 
confine its recommendation at this time 
to life insurance and companies writing 
accident and health, because of the pros- 
pect that if a fire-casualty tax were pro- 
posed there would be lengthy debate as 
to the application of the tax as between 
stock and mutual companies. Probably 
in September or October a separate bill 
will be introduced for a tax upon fire 
and casualty companies. 


May Seek to Tax Fraternals 


Whether the treasury proposal will in- 
clude a tax upon fraternal societies re- 
mains to be seen. It has been hinted that 
the fraternals would be included. 

When the revenue bill was in its early 
stages, the treasury department intended 
to include a recommendation for a pre- 
mium tax upon insurance companies. 
The treasury experts conferred with a 
number of insurance representatives and 
the life insurance interests more or less 
agreed upon a system of taxation. It is 
now felt by some that the life insurance 
people may have made a mistake in so 
readily volunteering to accept a tax. 
Later the whole idea of an insurance tax 
was abandoned but it has now been re- 
vived. Some believe that the idea of go- 
ing after the life insurance business oc- 
curred to the treasury department 
because the life insurance companies had 
at an earlier stage more or less agreed 
to a tax. The companies may have been 
in a rather mellow mood and inclined 
to gain good will at Washington because 
of the threats contained in the TNEC 
situation. 

Revival of the insurance tax seems to 

(CONTINUED ON LAST PAGE) 
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Life Policy as Indemnity 
Greatest Hope of Future 


Life insurance as indemnity is the 
selling approach which in recent years 
has made the institution grow as never 
before and upon which the producers 
and their companies will have to depend 
more and more in future, H. A. Behrens, 
president Continental Assurance, de- 
clared in a talk at the 1-2-0 and 2-5-0 
Clubs’ convention held in Chicago this 
week. 

There is going to be less saving, 
President Behrens said. The agents’ 
duty is to help the government induce 
people to buy defense bonds. He deems 
it most dangerous to take any other 
attitude, as the putting of savings into 
defense bonds, more than any other 
factor, he believes, will help to prevent 
prices of consumer goods from rising 
too far and causing a disastrous infla- 
tion. 


Stresses Indemnity Needs 


“Every time you sell a man a policy 
that goes beyond his indemnity needs,” 
Mr. Behrens said, “you will be taking 
a dollar that should go to buy defense 
bonds. Life insurance is an indemnity 
proposition and anything beyond that 
is not proper now. 

“The average man today does not 
get all of his salary or wage in cash. 
For instance, his social security payment 
is deducted from his salary or wage. 
His pension at 65 is an additional objec- 
tive which he will lose if he dies pre- 
maturely. We have to protect this 
objective with additional life insurance. 

“There is a greater ultimate reward 
for surviving, and also a greater need 
for life insurance today to protect against 
the chance that we will not survive.” 

Mr. Behrens said social security legis- 
lation and increased taxation have im- 
pressed in ever increasing measure on 
the people the necessity of protecting 
what they have already accumulated 
against the hazards of death. 


Some Need Savings Factor 


“I do not mean to infer that life 
insurance as a savings vehicle has not 
done some good. You and I have seen 
and heard of many cases of a matured 
endowment being of inestimable value 
to policyholders who have reached the 
years of declining earnings, but for 
every one of those cases there continue 
to be, in spite of all that the life insur- 
ance industry has done to increase pro- 
duction, 1,000 cases where the death of 
the breadwinner has left his family an 
insufficient amount of indemnity. 

“This logically brings up the question 
of life insurance rates and their impact 
on the increased necessity of the public 
carrying a sufficient amount of life 
insurance indemnity. It is most fortu- 
nate in these days of low interest earn- 
ings that the policies that carry the 
greatest amount of life insurance in- 
demnity for each dollar of premium paid 
are least adversely affected by lower 
interest earnings. 


Solution of Dilemma 


A larger proportion of the premium 
charged for those policies is for mor- 
tality, and due to the constructive work 
of life insurance and of other public and 
private factors, the rate of mortality the 
past 30 years has been constantly down- 
ward. But on the other hand those 
policies which contain a minimum 
amount of life insurance indemnity for 
each dollar of premiums are most 
adversely affected by decreasing inter- 
est rates. So that the policies which 
fit most nearly the Continental’s idea of 
life insurance indemnity now are also 
those which from the standpoint of 
rates are most favorable to the assured.” 

Non-participating forms, being on a 
guaranteed cost basis, demand an inter- 
est assumption in line with present 
realities. 

If in the future interest rates increase, 
he said, policyholders who carry the 


so-called investment forms of insurance 
on a non-participating basis will suffer 
because the policy does not provide for 
a dividend reduction in premium. He 
said any life insurance forms which 
contain a considerable savings element 
should be sold, in fairness to the policy- 
holder, on a participating basis. Those 
forms which contain minimum savings 
provision still can be sold on a highly 
attractive guaranteed non-participating 
rate. 


Amount Most Important 


Mr. Behrens concluded the important 
thing for the people is to buy a suffi- 
cient amount of life insurance and the 
least important consideration is the rate. 
Competitive cheapness of insurance 
should not be stressed. 

“A sufficient amount of life insurance 
is cheap at any price when the need 
comes,” he concluded. “An insufficient 
amount of life insurance, even at nominal 
cost, proves a catastrophe to the de- 
ceased’s dependents.” 

Mr. Behrens warned against under- 
insurance. He said this merely defers 
the hard realities of life for a few years. 
If the agents are to satisfy their con- 
sciences, he commented, they will sell 
the right amount of life insurance for 
indemnity. , 

This is a theory of life insurance 
selling which was adopted by Conti- 
nental Assurance when it was initiated 
30 years ago, and derived from the fact 
the management had experience through 
Continental Casualty in doing a multi- 
ple line business, Mr. Behrens said. At 
that time life insurance was looked upon 
elsewhere as death insurance. The 
Continental Assurance theory has be- 
oom a rather fixed fact, Mr. Behrens 
said. 


Theory Succeeds in Practice 


It is well understood accident and 
health protects against partial loss of 
income, The life company was started 
mainly to provide the additional protec- 
tion against total and irrecoverable loss 
of earning power. The management has 
held that life insurance should be pro- 
duced by whomever could produce any 
other kind of insurance. Continental 
Assurance growth has been predicated 


on that theory and its most successful 
agencies have been those representing 
Continental Casualty and other affiliates 
which have added life insurance depart- 
ments. 

“These are very serious days,’ he 
warned. “There is no more ‘business 
as usual.’ War or no war, fascism, 
Hitlerism, communism, or what not, we 
are going through a changing world. 
We are in a battle for survival, for the 
life insurance institution, our company 
and ourselves. The easy days are over. 

“The man or institution who recog- 
nizes that early is the one which will 
survive. We have to battle as never 
before and be realists. If we don’t we 
will be on the unemployment lists. 


Searches for Weaknesses 


“We in the Continental Assurance 
conceive the job of the chief and lesser 
executives to be that of seeing the weak- 
nesses instead of strength of the organi- 
zation, for it grows as its weaknesses 
are strengthened. An essential factor is 
permanency of type of management.” 
The entire thought of senior officers has 
been to provide for perpetuation of the 
kind of management that was decided 
on years ago for Continental Assur- 
ance. 

This applies to investments, for one 
thing. A million dollars to invest now 
is just “a million dollars worth of head- 
aches.” 

There are the two schools of thought 
in investments, one to drive to get the 
largest interest return with reasonable 
safety. Some of the companies which 
follow this method, he said, do a little 
bragging about their interest return. 
The other school feels thought should 
be given only to getting the best inter- 
est return with greatest safety. Con- 
tinental Assurance, he said, long ago 
adopted the latter plan. It has been 
able to avoid to a large degree invest- 
ment difficulties that have fallen upon 
many investors. 


Safety Only Criterion 


“Therefore, we do not brag about our 
interest return,” he said, “but we do 
want to brag of the safety of our in- 
vested funds.” 

He promised that this investment 
policy is a permanent one and will be 
followed no matter who should be the 
officers. Continental Assurance, he said, 
has reduced its real estate owned to the 
minimum—about 2 percent of assets, a 
phenomenally low figure in the industry. 
What real estate the company has left 
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E. A. OLSON 


Presidents of two leading life com- 
panies of Chicago were at the Edge- 
water Beach Hotel in that city this 
week attending their annual agency 
conventions. H. A. Behrens, president 
of the Continental Assurance, running 


H. A. BEHRENS 


mate of the Continental Casualty, of 
which he is chairman, and E. A. Olson, 
president of Mutual Trust Life, were 
both on hand and made keynote ad- 
dresses. The two conventions were out- 
standing successes. 





———— 


O’Connor Ranking Officer 
in Claim Association 

Following the death of C. E, 
Anstett, superintendent of the in- 
spection department at the head 
office of New York Life, who was 
president of the International 

laim Association, P. J. O’Connor, 
assistant secretary of the General 
American Life of St. Louis, as 
vice-president, is the ranking offi- 
cer. Mr. Anstett was elected pres- 
dent at the annual meeting in 
Colorado Springs, last September. 
The annual meeting this year will 
be held at Atlantic City, Sept. 
8-10. 











has been written off about 20 percent 
so that it is carried at only 80 percent 
of the cost, against the possibility that 
real estate sales should produce less than 
is anticipated. 

Mr. Behrens touched briefly on the 
TNEC investigation of life insurance, 
saying, “It is dead as the dodo bird.” 
However, it had a good effect in making 
life insurance company officials think, 
At the agents’ request he took up infla- 
tion. He said people have been whis- 
pering about inflation out of the corners 
of their mouths since 1933. Now the 
subject is an eminently respectable one 
since the President and other govern- 
ment officials are talking about it. 

In brief, it means the prices of things 
go up, he said. The avowed purpose of 
the government is to prevent prices 
going up too far or too fast. 

“It isn’t for me to say whether what 
the government can and will do will 
make or prevent prices from going up 
too fast or too far,” he said. “The only 
question in which we are interested is 
the objection so often met from pros- 
pects and clients that they do not want 
to buy life insurance now because of the 
possibility the proceeds will be paid in 
inflation dollars, 

“The fellow who argues this rarely 
has any real answer for his own ques- 
tion,” Mr. Behrens said. “We don't 
know what we can put dollars into 
which, if prices go up, will buy more 
than any other kind of dollar. 

“On the practical side, with life insur- 
ance as indemnity for loss of income, 
it is true that if we should pay a death 
claim for $5,000 three years from now, 
that might buy less than the $5,000 
that we would pay today. But what 
has that to do with the situation so far 
as the widow is concerned? She gets 
$5,000 instead of nothing. 

“If the husband had saved his pre- 
miums, putting them in the bank, and 
had $300 in the account when he died, 
this money would be the same kind of 
dollars as the life insurance dollars, but 
there would be only $300 instead of the 
$5,000 which we would pay. 

“As a practical proposition, I can’t see 
how inflation has any direct effect on 
life insurance except as a negative argu- 
ment or alibi for not buying life insur- 
ance. There is nothing we can do 
about inflation.” 





To Name Mo. Superintendent Soon 
JEFFERSON CITY, MO. — Gover- 


nor Donnell is expected to make a def- 
nite decision on his appointment fot 
the state superintendent of insurance 
shortly. Superintendent Lucas has 
asked that his successor be named by 
Aug. 15 if possible because he 3 
anxious to resume the private practice 
of law at Benton, Mo. He has, how- 
ever, expressed a willingness to co-0P- 
erate in every way with his successor 
to work out some of the problems now 
confronting the department. One 2° 
o— is the Missouri State Life recetver- 
ship. 

Mr. Lucas may be asked to serve a8 
agent for the new superintendent 1 
handling the Central States matter until 
a reinsurance contract is approved by 
the St. Louis circuit court, which may 
take two or three months. 
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Mutual Trust 
Conventioneers 
Hear of Big Gains 


Leaders Gather jn Chi- 
cago for Regional Parley 
—Anticipate $200,000,000 


By H. J. BURRIDGE 


A three-day regional convention for 
the leading producers of Mutual Trust 
Life, in the nine middlewest and west- 
ern states in which the company oper- 
ates, was held in Chicago this week. 
It brought together a group of nearly 
100. Those in attendance were in a 
jubilant mood when President i A. 
Olson announced at the initial session 
that Mutual Trust has closed its best 
all around six months since 1930. 

In the first half of 1941, Mr. Olson 
said, insurance in force increased $6,- 
000,000. This is about double the in- 
crease for the same period of 1940, 
and puts insurance in force at $187,000,- 
000. Net first year premiums were 
$149,000 greater than last year. Re- 


newal premiums increased $125,000, 
making total premium increase of 
$273,000. Assets advanced about $1,- 


750,000, and now stand at $51,000,000. 
Cites Low Interest Yield 


Mr. Olson remarked that securities 
suitable for life companies investments 
are yielding the lowest rate in history. 
He said that mortality savings are now 
the one source of profit left to policy- 
holders, and that if the United States 
enters a foreign war “that item will 
soon look entirely different than it does 
now. 

For the balance of his talk, Mr. 
Olson used Mutual Trust’s explanatory 
booklet, “Facts and Figures,” as a ba- 
sis, and developed some interesting ma- 
terial. He said that the company has 
operated in New England for over a 
quarter of a century, has been licensed 
in both New York and New Jersey for 
several years, and that before the end 
of 1941, will enter another eastern 
state. Although a Chicago company, 
about one-half of its new business 
comes from eastern territory. Last 
year, the mortality ratio dropped to 
38.4 percent, its cash yield upon assets 
was 4 percent, and the net income on 
real estate 2.9 percent. 


Looks to $200,000,000 


Mutual Trust attained the $100,000,- 
000 mark of insurance in force in 1925. 
arly in 1943 it expects to have com- 
fortably in excess of $200,000,000 on the 
books. Already tentative plans are 
being made for a big get together of 
~ company’s leading producers, to be 
teld in Chicago a year from next Jan- 
wary. The convention as now planned, 
will take the form of a celebration in 
recognition of passing the $200,000,000 
mark of insurance in force. 
_ There was a pre-convention gather- 
ing and gala entertainment Sunday 
evening, but the first business session 
gan Monday morning with Vice- 
president A. B. Slattengren in charge. 
ollowing President Olson’s address, 
Medical Director A. A. Willander dis- 
wae current mortality trends. Dr. 
anes said that the present favor- 
pong mortality experience seems likely 
© continue unless the United States 
engages in war. He stated that all 
Companies have shown a more favor- 
able record in recent years on child- 
pop diseases; tuberculosis; pneumonia 
nd influenza, but that the general ex- 
Perience continues to grow more un- 


favorable on organic heart diseases; 
cancer; diabetes; cerebral hemorrhage; 
automobile accidents and Bright’s - dis- 
ease. Automobile accidents show an 
increase of 26 percent so far this year, 
and Dr. Willander predicted that 1941 
will produce between 40,000 and 50,000 
deaths due to automobile crashes. 


Raymond Olson Optimistic 


Other speakers at the first session 
were Clayton Walker, Mutual Trust’s 
advertising counsel, Howard J. Bur- 
ridge of Tue NATIONAL UNDERWRITER, 
and Raymond Olson, vice-president 
and counsel who closed the meeting 
with his talk on “Looking Ahead.” Mr. 
Olson has an attitude of seasoned opti- 
mism toward the future. He feels that 
people generally are thinking of a pos- 
sible depression after the present na- 
tional defense effort in terms of the 
early thirties, and that this is a mis- 
take. The real situation, he said, is 
that business is building up a tremendous 
backlog of future orders. Much of the 
material needed to carry on business in 
the normal way is already unobtain- 
able. It will become more and more 
difficult to obtain. When national de- 
fense needs have been met and produc- 
tion flows back into the normal chan- 
nels, Mr. Olson believes that American 
business will have a revival instead of 
a recession, and with the concerns plac- 
ing the orders fully able to pay cash. 

Vice-president Slattengren presided 
over the meeting of the general agents, 
held on the first afternoon, which was 
followed by a tour of the home office 
quarters in the Field building, a trip 
taken by the conventioneers in a body. 


L. R. Lunoe Presides 


Eastern Manager L. R. Lunoe was 
chairman of the Tuesday morning ses- 
sion at which new Mutual Trust sales 
aids were discussed and demonstrated. 
The new agents manual was explained 
by W. R. Goode, assistant agency sec- 
retary. The uses of the direct mail 

(CONTINUED ON LAST PAGE) 


Lite Insurance 
Investments for 


First Half of ‘41 


During the first half of 1941, there was 
an increased flow of life insurance funds 
into business and industry, government, 
and real estate financing, according to 
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INSTITUTE OF LIFE INSURANCE 








the Institute of Life Insurance. Pur- 
chases of securities and mortgages rep- 
resenting new money, reinvestment of 
maturing obligations and refinancing are 
estimated at $2,100,000,000, an increase 
of $343,000,000 over the 1940 half-year. 





Wilbur D. Reeve of the mathematical 
correspondence department of the home 
office of the Mutual Benefit Life has 
been called to the colors. 








any value. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 


A Disabled Farmer 


He was an Indiana farmer, who bought life insurance back 
in 1916, when he was aged 33, and continued paying pre- 
miums until 1938. Then he was in a serious automobile acci- 
dent, in which two were killed. While he himself was not 
seriously injured, he became disabled as a result of shock. 
Before his disability he had permitted his insurance to lapse, 
feeling that he could not longer afford to pay premiums, in 


view of an outstanding loan on the policy. 


When he died in April of 1941 a friend of his wrote in to 
the Company to inquire if by any chance the policy still had 
It still had, for it was continuing in force on its 


extension values, which were due to expire in July of 1941. 


In consequence, we were able to deliver a check for $1,098 
to the widow. She had not even known of the existence of 
any life insurance protection. When she signed the proofs of 
claim she remarked, “This all seems like a dream.” 


Experiences like this are being shared almost daily by all 


the life insurance companies in the land. 
+ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 




















Need Wage as Well 
as Price Control, 
Says M. A. Linton 


Provident Life President 
Gives Views on Present 
Scene at Agency Rally 


Agents can make a vital contribution 
toward national stability in this period 
of rising prices,‘said M. A. Linton, 
president of Provident Mutual Life, at 





M. A. LINTON 


the company’s round table meeting at 
Mackinac Island, Mich., this week. 

“Manifestly, rising prices mean in- 
creased cost of living for widows and 
children, and this in turn means that 
more life insurance will be needed to do 
an adequate job for the individual,” Mr. 
Linton said. “From an economic angle, 
however, an equally important function 
that life insurance can perform is to 
divert the savings of the surplus incomes 
of the individual from commodities to 
some form of saving against future 
needs.” 

Foreseeing a considerable inflationary 
trend in the immediate future, Mr. Lin- 
ton pointed out that life insurance sales 
went to two or three times their former 
levels during the period of rising prices 
from 1915 to 1920. Life insurance 
should be able to render an equally ef- 
fective national service during the pres- 
ent emergency. 


Would Not Succeed 


Attempts to control rising prices with- 
out controlling wages cannot succeed, 
is Mr. Linton’s opinion. 

“The President has recently asked for 
legislation which would provide govern- 
ment control of commodity prices and 
rents,” Mr. Linton said. “This recom- 
mendation included no suggestions of 
legislation to regulate wages or the price 
of farm products. If wage rates are to 
continue to rise, retail prices must 
eventually do the same. The bankruptcy 
of American business would be the al- 
ternative. Increases in the prices of 
commodities and of farm products 
would necessarily increase the cost of 
living, which in turn would result in 
further demands for wage increases. De- 
velopments of this kind could easily 
touch off the deadly upward spiral of 
inflation. 

“The demand of pressure groups to 
be exempted from wage and price ceil- 
ings is a form of self-interest that bodes 
ill for the entire democratic process. 
Even if all prices and wages could be 

(CONTINUED ON LAST PAGE) 
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Club's Production 
Breaks Records 
in 30th Year 


Continental Assurance 
Agents Hold Celebration 
Convention at Chicago 


Continental Assurance agents who 
attended the 1-2-0 and 2-5-0 club con- 
vention in Chicago this week observed 
the company’s 30th anniversary by rec- 
ord production and qualification. The 
1-2-0 club now has about 100 members, 
including the 38 who qualified for the 
2-5-0 club. There are nine new 2-5-0 
club members and 12 new members in 
the 1-2-0 club. 

Last year’s gain of insurance in force 
was the largest in history and the 1941 
increase is expected to exceed that of 
1940. Insurance in force is $288,090,117 
and $300,000,000 by Dec. 31 is hoped 
for by the agents and executives. 

The production in the club year was 
keyed to a trip to Sun Valley. Over 
50 percent of those qualifying for this 
trip had done so by May 1. Immediate- 
ly after the convention this week, the 
2-5-0 club, with several officials, started 
on the pleasure jaunt. In the party were 
Roy Tuchbreiter, executive vice-presi- 
dent; W. E. White, vice-president and 
superintendent of agents; Doctor H.W. 
Dingman, vice-president and medical 
director, and M. B. Simms, assistant 
superintendent of agents. 


Johnson Club President 


Dwight G. Johnson, member Million 
Dollar Round Table and_vice-président 
of Herkness, Peyton & Bishop, Phila- 
delphia general agency, won the 2-5-0 
club presidency for the second conse- 
cutive year and Harry Rosenwasser, 
general agent in south side Chicago, 
the vice-presidency. Mr. Rosenwasser, 
foreign born, has been in the life insur- 
ance business since 1918, qualified for 
the 2-5-0 club six times and in one 
year paid for more than $1,000,000. He 
won the vice-presidency by writing 
about 200 applications in the club year. 

Mr. Johnson is a director of the Gen- 
eral Agents & Managers Association, 
which also held its meeting in Chicago. 
R. M. Vetter, Madison, Wis., presided 
at the general agents meeting as presi- 
dent. The other officers were: Vice- 
president F. Y. Snell, manager Grand 
Rapids branch, and secretary-treasurer, 
W. R. Dignan, sales manager W. E. 
Lord agency, Cincinnati. Mr. Snell was 
advanced to president, Dwight Johnson 
to vice-president, and Mr. Dignan re- 
mains secretary-treasurer. 


Gifts to Club Officers 


In the first session Mr. Johnson was 
presented by Mr. Simms an engraved wrist 
watch and Mr. Rosenwasser a complete 
golf set of 12 clubs and leather bag, 
gift of the company. Maurice Chier, 
Milwaukee general agent, was runner 
up for the 2-5-0 club presidency in a 
nip-and-tuck race. Qualification was 
country wide, eight going from the east- 
ern territory to the 2-5-0 club and 11 
to 1-2-0, and four from California to 
the 2-5-0 club, in addition to Fred 
Schroeder, Portland general agent, and 
three qualifiers for the 1-2-0 club. 

Vice-president White called the first 
session to order, greetings being ex- 
tended by General Agent Vetter and 
President H. A. Behrens. 

A feature was the presence of three 
members of the original five agents whom 
the company had at organization, known 


—— 
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Work of Share Cropper’s Son ‘Survey of Lite 


Remarkable Story of Farmer Boy Who 
Has Made Good in Life Insurance 





At the annual agency conference of 
the central division of the Aetna Life at 
Mackinac Island, one of the big hits 
was made by Stanley E. Smithson, 
agent at Fort Smith, Ark. Mr. Smith- 
son is very ac- 
tive in his com- 
munity, in his 
church and various 
other organizations. 
He had related a 
number of instances 
which left an im- 
pression and at the 
close he received a 
remarkable ovation. 
Mr. Smithson’s 
story as to what 
he has accom- 
plished through life 
insurance work Ss. 
should be an en- 
couragement to everyone in the business. 
He was reared on a tenant farm. His 
mother died when he was about six 
years old. His folks were share crop- 
pers and in the talk that he gave he 
stated that the amount of his income 
that he now gets from life insurance 
selling as compared to what his family 
received in his boyhood makes the for- 
mer look like a mountain. In fact, he 
said that he never knew that that much 
money existed. Last year his income 
was $6,000. 

When he was 20 years old he mar- 
ried and left the farm to work in a fur- 
niture factory. He spent 13 years there. 





E. Smithson 


Entered Insurance in 1935 


Then he left the furniture factory and 
started into insurance in 1935. He be- 
came an agent for the Aetna Life under 
the Gordon Campbell general agency at 
Little Rock. During his first year he 
met the requirements for the Aetna Life 
agency convention which was $150,000 
paid business. He has had an increase 
every year. Last year he was No. 23 
on the leaders list for the country. He 
paid for $375,000 through the life de- 
partment in addition to his accident 
business. In his address at the con- 
vention Mr. Smithson said: 

“Let me tell you of two places you 
can go in your community and find 
plenty of prospects. I have a true story 
that will help you sell and to be a better 
salesman and citizen. First, go to your 
local orphanage and watch that new 
little 5-year-old boy, whose father has 
just died, leaving no insurance. The 
mother has to work some place, and she 
would give all the world if she could 
quit and go back home to love and care 
for that little blue-eyed, 5-year old son, 
to watch him kneel by the bed and say 
his little ‘Now I lay me down to sleep,’ 
but she will have to stick it out. When 
you watch the little fellow walk to the 
fence and look out, with tears in his 
eyes, wondering why he can’t go home, 
well, just go to that community and tell 
the story. 


Follow the Newsboy Home 


“Second, follow the little newsboy 
home. This little newsboy gets up at 
3 a.m. to deliver the papers. You will 
hear a story like this: I heard it one 








as the “Class of 1911.” These were: 
Eugene G. Adams, Washington general 
agent; Jack Leatherman, Lansing, and 
George Cromer, Detroit. Mr. Adams 
reminisced of the early days in Con- 
tinental Assurance. He commented 
the company had a most modern begin- 
ning, with little ballyhoo and virtually 
no organization expense. Initial capi- 
tal at incorporation April 4, 1911, was 
$100,000 and contributed surplus $50,- 
000. At the end of its first year, he 
said, the capital was intact and the sur- 
(CONTINUED ON PAGE 18) 


time and it made me a better salesman. 
The father died, leaving the family— 
mother, son, 12, daughter, 6, and a baby 
only one year old, with no monthly in- 
come. The boy sold papers on the street 
corner and fixed up a box to shine 
shoes. He worked all day to help 
mother keep the little family together. 
The little girl would sell papers while 
he shined shoes. Christmas came, and 
a nearby bakery put a big turkey in 
the window for advertising. The boy 
said: ‘Sis, let’s work hard and buy 
mother a turkey for Christmas dinner. 
We always had turkey for Christmas 
while daddy was living.’ But Christmas 
shopping and bad weather made it im- 
possible. So, the litle boy said: ‘Sis, 
you see this brick? I can’t buy a tur- 
key for mother, so I intend to break 
that window and steal the turkey after 
they turn the lights off tonight. Please 
don’t tell mother where it came from.’ 
But, just before the lights went off, a 
good man came by and said, ‘Sonny, 
how is business?’ ‘Mister, there isn’t 
been any business for a week.’ So, the 
good man handed him a $5 bill and said, 
‘Go on home and get out of the cold. 
Have a good time Christmas.’ The boy 
said later that God sent that man by to 
keep him from stealing that turkey and 
to keep him from going to jail. 


Tribute to His Company 


“Now let me tell you of the best job 
of prospecting I ever did. Also, the 
best job of selling. This was when I 
found the Aetna Life, with all you could 
ask for, with a president like M. B. 
Brainard, a vice-president like S. T. 
Whatley, and men like we have here 
from the home office. They are so good 
and kind to us to furnish us with gen- 
eral agents like the one we have—Gor- 
don Campbell of Little Rock. I want 
to thank all of you while I have this 
opportunity, for letting me join the 
Aetna Life organization, being a poor 
boy, reared on a tenant farm, worked 
in a furniture factory for 13 years, just 
to make ends meet on $15 to $25 per 
week. If anything had happened then, 
my son might have been in an orphan- 
age like the boy I told you about, but 
I thank God for sending you, Mr. 
Brainard, Mr. Whatley and Mr. Camp- 
bell, my way. And now, I am thank- 
ful to you, my kind friends, that I am 
living in a new world, a nice home, and 
have friends and associates that are the 
best in my city. Last year, you paid 
me nearly $6,000, and I am thanking 
you again for it. If I should be taken 
now by death, it would be a different 
story. 


Provided for the Future 


“Tf I would be allowed to come out 
on the edge of the clouds and look back 
on my litle family in Fort Smith, Ark., 
I wouldn’t have to look at my little 
boy’s face through the gate of the or- 
phanage, but instead, I would see his 
smiling face as he walks down the side- 


‘walk to meet the postman, and I think 


I could see the postman hand him two 
large brown envelopes. One would be 
the monthly check from my life insur- 
ance, which would continue coming in 
monthly as long as they would need in- 
come, and the other would be from my 
general agent for my renewal account, 
which now is about $150 a month. I 
think if I would listen closely, I would 
hear him say ‘Mother, here is another 
letter from daddy. Then, whatever my 
job would be, whether shoveling fire or 
playing a harp, the task would be much 
lighter from then on. 

“As a great man once said, ‘If I have 
caused you to think, I have rendered 
you a great service. And may I say 
in conclusion, ‘If I have caused you to 
appreciate your job, I have rendered 
you a great service.” 


Insurance Launched 
by Boston C. of C. 


BOSTON—Seeking to provide a use. 
ful service to the public and the life 
insurance business by acquainting the 
general public with the important pos. 
tion the life insurance business holds jp 
the nation’s economic structure, the Bos. 
ton chamber of commerce has instituted 
a survey of certain phases of the busi. 
ness under the direction of a committee 
of influential life company executives 
headed by Vice-president Paul F. Clark 
of the John Hancock Mutual Life, 

_ Information is being sought by ques. 
tionnaires sent companies domiciled 
in Massachusetts, outside companies 
licensed in Massachusetts and the larger 
companies of the country which haye 
not entered the state. 

When the information is all at hand 
it is proposed to make a general study 
of the data obtained, tabulate the results 
and publish the consolidated totals. The 
announcement of the chamber states jt 
is believed that “the factual presentation 
of this information through wide dis- 
tribution will not only benefit our busi- 
ness but will also give the public a bet- 
ter conception of the importance and 
value of the institution of life insurance,” 


What Questionnaire Covers 


The questionnaire calls for the book 
value of real estate owned in Massachu- 
setts; gross rentals; taxes paid on real 
estate; sales of real estate and mortgage 
loans; book value of bonds of the state 
and its divisions and of utility corpora- 
tion securities credited to Massachusetts 
in admitted assets, as well as railroad 
securities and industrial corporation 
securities so accredited; number of 
salaried employes in home office and 
agencies; rentals of branch offices, gen- 
eral agencies, etc.; overhead expenses of 
home office and ‘agencies; taxes and 
agents fees; number of agents and com- 
pensation paid them; salaries paid com- 
pany officials; number of automobiles 
owned; number of employes owning 
own homes; total amount of new busi- 
ness written in 1940, with total out- 
standing and total premiums for 1940. 
Disbursements of all sorts are also re- 
quested. 


Life Presidents Cooperating 


Information has ‘been coming in 
promptly and satisfactorily to the com- 
mittee from the companies doing busi- 
ness in the state. Inasmuch as some Oi 
the larger companies have received a 
similar request for information from the 
New Orleans association of commerce, 
it has been decided to have the Asso- 
ciation of Life Insurance Presidents 
institute a survey of these companies to 
secure the information desired for the 
Boston and New Orleans chambers, and 
such other similar organizations as may 
make future requests. It is expected the 
Life Presidents Association will imme- 
diately send out its own questionnaire, 
although this may tend to slow up the 
final summaries and analysis of the local 
Chamber of Commerce. 

The committee having in charge the 
Boston survey includes: Paul F.. Clark, 
vice-president John Hancock Mutual 
Life, chairman; Everett H. Lane, Bos- 
ton Mutual Life; Carl C. Mullen, Colum- 
bian National Life; W. E. Hays, New 
England Mutual Life; H. L. Amber, 
Berkshire Life, Pittsfield; John M. 
Powell, Loyal Protective Life, Boston; 
Chester O. Fischer, Massachusetts Mu- 
tual Life, Springfield; William C. John- 
son, Massachusetts Protective Life, 
Worcester; Clyde W. Young, Monarch 
Life, Springfield; A. G. Bullock, State 
Mutual Life, Worcester. 





The marriage of Miss Louella 
Browne and Robert C. Molkenbur_will 
take place at St. Paul Aug. 16. 7 


Browne is the daughter of Ernest } 
Browne, agency supervisor for the Vie- 
tor-Winter agency of Minnesota Mt 
tual Life, St, Paul. 
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Philadephia and 
Detroit Men Strike 


National L. & A. Is Affected 
—Chairman Craig Issues 
Statement on Controversy 


NASHVILLE—A majority of the 
agents Of National Life & Accident 
have gone on strike in Philadelphia 
and in Detroit, according to informa- 
tion released here by company execu- 
tives. The strikes were called by the 
local unions of the United Office & 
Professional Workers of America an 
afiliate of the CIO, it was reported, 
and involve two district offices in 
Philadelphia and six in Detroit. 

Cc. A. Craig, chairman of National 
Life & Accident, said: 

“Unfortunately for all concerned, it 
now appears that a majority of the 
company’s agents in Philadelphia and 
Detroit have gone on strike. 

“As soon as the union notified us 
that it represented a majority of our 
men in Philadelphia, and later in De- 
troit, and desired to enter into collect- 
ive bargaining, we responded immedi- 
ately and suggested an early date for 
such meetings in each city. Since then 
there have been many such conferences 
in which we have bargained conscien- 
tiously in good faith with the union 
representatives accompanied by com- 
mittees from our district offices. 

“Every demand made upon us was 
fully discussed and later carefully ana- 
lyzed by the company’s executive com- 
mitee. In every decision made, the 
company furnished its well considered 
reasons. Finally, because the company 
found it impossible to grant the de- 
mands without threatening the finan- 
cial security of the company, a major- 
ity of our agents in those cities decided 
to strike. 


“Only One Possible Answer” 


“It is deplorable that we have been 
forced to choose between the possible 
loss of business in those cities and a 
cost increase which would involve the 
security of our policies. In such a 
choice, however, there was only one 
possible answer.” 

The principal demands made by the 
union representatives included: higher 
ordinary commissions, higher commis- 
sions for debit collections, closed or 
preferential union shop including com- 
pulsory withholding of union dues, 
seniority rights in all promotions and 
debit selections, relief of any ordinary 
production quota as a requisite for the 
bonus paid, and relief of lapses on busi- 
ness over a year old. 

Concerning these demands, Mr. Craig 
said: “Industrial insurance has already 
been criticised by a congressional in- 
vestigating committee on the basis that 
its cost is too great. The demands 
which have been made on us would in- 
volve substantial increase in costs, 
which if applied to our field as a whole 
would increase our expenses more than 
$1,000,000 a year. After the most care- 
ful calculations, we find that we can 
not comply with these demands with- 
Out Sacrificing financial security or re- 
ducing policyholders’ benefits. As to a 
Closed shop and seniority rights, the 
very nature of our business is such that 
it can not be conducted efficiently and 
fairly on such a basis.” 


PICKET DETROIT OFFICES 


oe EROIT—Members of Local 102, 
ndustrial Insurance Agents Union. 
voted Sunday night to go on strike 
sbhinet the six branches of the Na- 
ae Life & Accident and on Mon- 
ay established picket lines around the 
qaniches, Union officials asserted that 
: company has refused to bargain 
collectively despite the certification of 


the union as representing 91_of the 130 
agents of the company in Detroit. 
Jerome Stone of Detroit, mid-west 


since 1935, and has made an outstand- 
ing record in personal production, qual- 
ifying three times for the regional con- 


annual banquet will be held that eve- 
ning, and state insurance officials, mem- 
bers of the legislature, agents and 


union representative, was quoted as ference. 
stating that the National L. & A. strike 





brokers and company executives are be- 
ing invited. 


would be extended to six other cities 3 z F ; ; 
unless the company meets union de- N. Y. Federation Rally at ; The annual meeting and election er 
mands. The cities he mentioned are e held the morning of Sept. 20. This 
Nashville, Chicago, Toledo, Cincinnati, Rochester, Sept. 19-20 session will include a discussion of prob- 


Pittsburgh and Cleveland. 





Slade Named at Fayetteville held at Rochester, 


lems of general interest affecting all 


The annual convention of the Insur- pranches of insurance. 
ance Federation of New York will be 
Sept. 19-20, with 





M. B. Slade of Fayetteville has been '¢adquarters at Hotel Seneca. Welling- H. M. Faser, agency director of La- 


named district supervisor for northwest 


ton Potter, Rochester local agent, is mar Life, addressed the Rotary Club of 


Arkansas by Gordon H. Campbell, general chairman for the meeting. Pontotoc, Miss., and the Optimist Club 
Arkansas general agent of Aetna Life. A golf tournament the afternoon of of Jackson, Miss., on “When Is_ the 
He has been with the Campbell agency Sept. 19 will open the convention. The Best Time to Buy Life Insurance.” 





He’s joined 


. enjoying leisure years on the Acacia retire- 
ment income he sold them . . . be’s enjoying leisure years 
on his retirement income automatically earned as part of 
his Acacia agency contract. This assurance of a guar- 
anteed life income, based upon his accomplishments, 
gave him the absolute conviction so vital in selling others. 


Acacia Mutual agents not only receive ever-increasing 
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monthly income during their working years—along with 
bonuses for quality business, and disability and life in- 
surance benefits—but they are also assured of retirement 
incomes for their leisure years. Acacia Mutual’s unique 
agency contract, together with its record for fair and lib- 
eral performance in agency relations, give every agent 


faith in his work today and in his future tomorrow. 
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Average Span of 
Life Is Now 62.5 
Years, U. $. Reports 


Improvement Is Result of 
Reduction in Infant 
Mortality Rate 


WASHINGTON — The average 
length of life of white persons in the 
U. S. is now 62.5 years, an increase of 
3.3 years over the previous decade, ac- 
cording to new life tables issued by the 
Bureau of the Census. 

Since the turn of the century the 
average length of life of white persons 
has increased nearly 13 years. In 1900, 
it was 50 years. By 1920 it had in- 
creased to 57 years and for the 1920- 
1929 decade it was 59.2 years. 

Women have reaped the largest share 
in this extension of the average life- 
time. They not only live longer than 
men but the lengthening of the average 
lifetime has been greater. Current fig- 
ures indicate that the average length 
of life of women is 64.5 years. For 
men it is 60.6 years. In 1900, the fig- 
ure for women was 51 years, compared 
with 48 years for men. Thus, the aver- 
age length of life for women has been 
extended 13%4 years since 1900, com- 
pared with a 12% increase for men, and 
almost 13 years for both sexes. 


Those Over 70 Unaffected 


Analysis of the tables shows that per- 
sons who reach the age of 70 or over 
have not benefited from any extension 
of their natural life span. Since 1900 
the average lifetime of such persons has 
increased only a fraction of a year, from 
79.0 to 79.3 for white males. Thus, 
persons who have survived the diseases 
of infancy and have reached substantial 
maturity today are not enjoying longer 
lives than their ancestors who reached 
the same ages. The extension of the 
average length of life is based solely 
upon improvements in living conditions 
and advances in medical science which 
now enable persons who _ formerly 
would have died in infancy or at rela- 
tively young ages to live out a fuller 
life span. This is illustrated graphically 
by the decrease in the infant death rate 
which has been cut in half during the 
past 40 years. 

Out of every 1,000 white male babies 
born during the period of 1900 to 1920, 
133 died before completing the first 
year of life, while the rate for the past 
decade was only 57 per thousand. The 
rate for girl babies dropped from 111 to 
45 during the same period. 


Survival Figures Given 


The life tables show how the ranks 
of each generation are depleted with the 
passing years. If the 1930-1939 mor- 
tality rates in the United States per- 
sisted throughout the lifetime of a gen- 
eration, 90 percent of the white males 
born alive would reach 21 years, 77 per- 
cent would survive to age 50, 64 per- 
cent to age 60, 44 percent to age 70, 18 
percent to age 80, and 2.5 percent would 
live 90 years. 

The lower death rate among women 
begins to assert itself at the very mo- 
ment of birth, and continues through- 
out all ages. Furthermore, the biologi- 
cal fact that 105 to 106 males are born 
to every 100 female births is offset by 
the higher death rate among males in 
modern civilization. 


Reduces Excess of Males 


The more rapid extension of the aver- 
age lifetime of women is gradually 


whittling away the excess of males over 


Complete Program of Main ©:#- Orr Gives 
N.A.L.U. Convention Given 


Twenty-four speakers—16 field men, 
three company presidents, two represen- 
tatives of government, two business men 
and one educator—plus a hit life insur- 
ance playlet, comprise the program for 
the main sessions at the convention of 
the National Association of Life Under- 
writers in Cincinnati Sept. 15-19. This 
announcement was made by Program 
Chairman Theodore M, Riehle, Equit- 
able Society, New York, in releasing the 
speaking schedule for the four main 
sessions: Wednesday morning and after- 
noon, and Thursday and Friday morn- 
ings, Sept. 17, 18 and 19. Thursday aft- 
ernoon will be devoted to entertainment 
provided by the hosts. 

Part of the program will be devoted 
to an interpretation of the theme, 
“American Life Insurance—an Invest- 
ment in Freedom,” while the remainder 
will be a parade of the year’s best sell- 
ing ideas. Of particular interest will be 
the addresses by Dr. Hu Shih, Chinese 
ambassador to the United States; Lewis 
W. Douglas, former director of the bud- 
get and now president of Mutual Life; 
Albert W. Hawkes, president of the U. 
S. Chamber of Commerce and president 
of Congoleum-Nairn, Inc.; Senator 
Brooks of Illinois, Dr. Marcus Nadler, 
noted economist of New York Univer- 
sity, and Tom Collins, assistant to the 
publisher and daily columnist on the 
Kansas City “Journal.” 


Special Features Provided 


Special features include a selling ses- 
sion Wednesday afternoon “They Don’t 
All Buy $50,000,” featuring five produc- 
ers, the presentation of the playlet 
“John Q. Agent, Esq.,”’ on the same ses- 
sion, the American College hour and the 
Million Dollar Round Table hour 
Thursday morning, and the fellowship 
luncheon which closes the convention 
Friday. 

Advance reservations in Cincinnati 
hotels, including the Gibson and the 
Netherland Plaza, where most of the 
convention activities will take place, in- 
dicate that the attendance will approach 
a new high for N. A. L. U. meetings. 
The Wednesday, Thursday and Friday 
morning sessions will be in the Taft 
Auditorium while the Wednesday after- 
noon gathering and the _ fellowship 
luncheon will be on the Gibson roof. 

The complete program of the main 
convention sessions is: 


Wednesday Morning, Sept. 17 


President Harry T. Wright, chairman 
of session. 

Musical selections. 

Invocation, Rev. Nelson M. Burroughs, 
pastor Christ Episcopal Church. 

Welcome from convention host. 

Introduction of special guests. 

Message of the president, Harry T. 
Wright. 

Albert W. Hawkes, 
Chamber of Commerce. 

James E. Rutherford, general agent 
Penn Mutual Life, Seattle. 


Wednesday Afternoon 
Selling ideas, “They Don’t All Buy 


Fifty Thousand,” prospecting, the ap- 
proach, motivation, closing, simple pro- 


president U. S. 








females in the United States population. 
A continuation of this trend will result 
in the United States before many years 
joining the majority of older established 
nations showing a female majority. 
The average lifetime of nonwhites, 
based on the mortality rates for 1930- 
1939, is 50 years for males and 53 years 
for females. These figures are approxi- 
mately 10 years below the correspond- 
ing averages for whites. The infant 
death rate for nonwhite males is 83 per 
thousand and 69 per thousand for non- 
white females. These infant mortality 
rates are approximately the same as the 
white rates were 20 years earlier. 
Complete mortality tables are in- 
cluded in the report entitled “United 
States Life Tables” which is issued by 
the U. 9® Department of Commerce. 


gramming, rural communities, creating 
and maintaining contacts. 

Grant Taggart, chairman. 

Lowell P. Schwinger, Northwestern 
Mutual Life, Waterloo, Ia.; E. R. Black- 
wood, manager Metropolitan Life, In- 
dianapolis; Robert E. Shay, manager 
Bankers Life of Iowa, Minneapolis; C. C. 
Hunnicutt, manager National Life & Ac- 
cident, Knoxville; Francis G. Bray, gen- 
eral agent New England Mutual Life, 
Houston. 

“John Q. Agent, Esq.,” a playlet writ- 
ten by Clifford H. Orr, general agent 
National Life of Vermont, Philadelphia. 


Thursday Morning 


John A. Witherspoon, chairman. 

Musical selections. 

Invocation, Dr. Victor E. Reichert, 
rabbi Rockdale Avenue Temple. 

American College Hour, Julian S. My- 
rick, manager Mutual Life, New York, 
presiding. 

A. J. McAndless, president Lincoln Na- 
tional Life. 

Dr. Marcus Nadler, professor of finance 
New York University. 

Lewis W. Douglas, president Mutual 
Life. 

Million Dollar Round Table Hour, H. 
Kennedy Nickell, Connecticut General, 
Chicago, presiding. 

Oscar E. Carlin, John Hancock, Co- 
lumbus; Thomas D. Harvey, Mutual Life, 
Chicago; Robert P. Burroughs, National 
Life, Manchester, N. H.; Mrs. Sis Hoff- 
man, Union Central Life, Cincinnati; I. 
Austin Kelly, III, Union Central Life, 
White Plains, N. Y.; W. Bruce Pirnie, 
Massachusetts Mutual, Boston; L. Mor- 
timer Buckley, New England Mutual, 
Chicago; William T. Earls, Connecticut 
Mutual, Cincinnati. 


Friday Morning 


Theodore M. Riehle, chairman. 

Musical selections. 

Invocation, Very Rev. Mon. Cletus A. 
Miller, dean Institute Divi Thomae, Ae- 
thenaeum of Ohio. 

Report of the committee on resolu- 
tions. 

Report of the committee on by-laws. 

Thomas I. Parkinson, president Equi- 
table Society. 

A. H. Kollenberg, Mutual Benefit Life, 
Grand Rapids, Mich. 

Dr. Hu Shih, Chinese ambassador to 
the United States. 

Report of the committee on nomina- 
tions. 

Friday Noon 

C. Vivian Anderson presiding. 

Music and entertainment. 

Presentation of new officers, trustees, 
past national president, Cincinnati of- 
ficers and convention committee chair- 
men. 

C. Wayland Brooks, U. S. Senator from 
Illinois. 

Tom Collins, humorist and philosopher, 
Kansas City. 


Table Shows Policy Results 
Where Payments Have Been 
Made for Thirty Years 


The Equitable Society in its “Agency 
Items” has a most interesting table that 
shows insurance at work in a dramatic 
way. It presents income payments made 
to beneficiaries continuously for 30 years 
or more. In many cases only a few 
premiums had been paid. Some bene- 
ficiaries who started to receive their 
income before age 10 are still under 50 
years of age. As the Equitable puts 
it “The table illustrates forcibly the 
indemnity value of life insurance, the 
income in each instance replacing in 
some measure the earning power of 
some thoughtful husband or father and 
projecting it far down through the 
years.” 

The company takes the policies and 
annuities that have been in force 30 
years or more and gives the following 
headings: Policy number, registered 
date of policy, total premiums, benefi- 
ciary, relationship, age when income 
commenced, commencement date of. in- 
come, how payable, instalment amount 
and total amount of income paid as of 
July 1, 1941. 





Slants on Company 
Advertising 


Speaking before the Keystone group 
of the Life Advertisers Association 
Clifford H. Orr, general agent in Phila. 
delphia for National Life of Vermont 
made suggestions from the field point oj 
view on the use of company advertising, 

Mr. Orr said there is no clear-cut feel. 
ing on the part of field men with regard 
to the advertising methods of their com. 
pany. He had, however, personal reac. 
tions that he wished to stress: First, he 
believes annual statements should he 
humanized and made more understand- 
able—both to the agent and to the pol. 
icy owner. To make an annual state. 
ment different from others that might 
come to a policy owner, Mr. Orr sug. 
gests that, in its format and approach, 
it bear some distinguishing characteris 
tics of the company itself. 

Second, Mr. Orr believes that the 
stressing of specific policies in company 
advertising is not always as beneficial to 
the agent or prospect as it might on the 
surface appear. Prospects, after reading 
about a particular policy, may attempt 
to self-analyze their needs and decide 
what type of policy they want to buy. 
Such decisions are usually erroneoys 
and the agent then has difficulty in do- 
ing a proper survey and programming 
job and selling the policy best suited to 
his client’s interests. 

In the third place, Mr. Orr stated that 
the biggest problem in the distribution 
of life insurance is to get public accept- 
ance of the agent’s services. “The pub- 
lic as a whole does not accept the agent 
as a professional man,” said Mr. Orr, 
“and the companies should advertise the 
services that the average agent has to 
offer.” The building of the individual 
agent’s prestige in the eyes of his pros- 
pects and policy owners is, in Mr. Orr's 
opinions, one of ‘the greatest services 
that advertising departments of life in- 
surance companies can perform. 


Eubank Is Given Large 
Assignment in Navy 


WASHINGTON — Manager Gerald 
A. Eubank of Prudential in New York, 
now on active duty as a commander in 
the U. S. Naval Reserve, has been ap- 
pointed assistant to Rear Admiral 
Charles Conard, who has just been re- 
called to active duty by Secretary of 
the Navy Knox to take charge of a 
defense bond and defense savings 
Stamp campaign throughout the Navy. 
Rear Admiral Conard was _ formerly 
paymaster general of the Navy. 

Since being called to active duty in 
May Commander Eubank has been at 
Philadelphia as assistant supply officer 
for the fourth naval district. He en- 
tered the navy in 1917 as a provisional 
assistant paymaster, a short time later 
becoming assistant disbursing officer 
for the selective draft for the state of 
Virginia. In September of that year he 
was assigned to duty with the fifth 
naval district of Norfolk where he took 
charge of ships’ stores on shore. Later 
he was transferred to Washington and 
then to hondon, where he served under 
Admiral Sims in connection with war 
risk insurance. Thereafter he served at 
Queenstown, Paris, and St. Nazaire, 
where he was supply officer. He was 
promoted to lieutenant, junior grade, 
and a month later assigned to perma- 
nent duty with the U. S. naval railway 
batteries. He saw active service on the 
front during the time these artillery 
units were operating against the Ger- 
man army and received an official let- 
ter of commendation for his services. 

Some idea of the size of the job con- 
fronting Admiral Conard and Comman- 
der Eubank is indicated by the fact that 
Rear Admiral Conard has expressed 
confidence that the Navy personnel 
over the next: 12 months will put- 
chase at least $40,000,000 of defense 
savings bonds. 
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PENSION TRUSTS 


A NEW SECTION IN THE DIAMOND LIFE BULLETINS 


A few Underwriters have made a 
lot of money selling Pension Plans. 
They all say the field is “hot.” We 
have had hundreds of inquiries on the 
subject, from Maine to California, 
from big cities and small. 


“Where can I get information? 
W hat is legal? Where can I get sam- 
ple agreements? Who pays how 
much? How do you figure Tax sav- 
ings? Does the SEC have to pass on 
it? Should I suggest individual or 
group plans?” 


Here is the adequate, accurate, up- 
to-the-minute Manual on Pension 
Plans, prepared by experts. See this 
table of contents sonal 





This material is available only in 
the Sales Section of The Diamond 
Life Bulletins. 


Chapters 1 and 2 are in the 
August 15 issue. Succeeding 
Chapters will follow each month. 


(1) Now is the time for qualified 
Underwriters to prepare for operat- 
ing in the profitable Pension and 


Bonus field. 


(2) Now is the time to start a series 
of Agency Meetings, with this Man- 
ual as text. 








PENSION, BONUS AND PROFIT-SHARING PLANS 


Copyright, 1941 


Pension Planning Company, New York City, U. S. A. 
Meyer M. Goldstein, C. L. U., Director 


TABLE OF CONTENTS 
CHAPTER 


1. Introduction. 

2. Pension Plans distinguished from Bonus and Profit-Sharing Plans 
3. Pension Plans distinguished from Employee-Benefit Plans 
4 


. A discussion of Self-administered, Group Annuity and Individual- 
Policy Pension Plans 


5. Fixed-Benefit vs. Money-Purchase Pension Plans 
6. Example of a Self-administered Pension Plan of the Fixed-Benefit type 
7. Example of a Self-administered Pension Plan of the Money-Purchase 
type 
8. Example of a Group Annuity Fixed-Benefit Pension Plan | 
9. Example of a Group Annuity Money-Purchase Pension Plan 
10. Examples of Individual-Policy Fixed-Benefit Pension Plans 
11. Examples of Individual-Policy Money-Purchase Pension Plans 
12. Tax Aspects of Pension Plans : 
13. Federal Social Security Act 
14. Sales Aspects of Pension Plans 
15. Types of Bonus and Profit-Sharing Plans 
16. Example of a Self-administered Bonus and Profit-Sharing Plan 
17. Example of a Group Annuity Bonus and Profit-Sharing Plan 


18. Examples of various types of Individual Policy-Bonus and Profit- 
Sharing Plans 


19. Tax Aspects of Bonus and Profit-Sharing Plans | 
20. Sales Aspects of Bonus and Profit-Sharing Plans 
21. Summary 




















Who Is the Author? 


Meyer M. Goldstein, C. L. U.;is a member of the Million Dollar Round Table, 
and is General Agent for the Connecticut Mutual Life in New York City. The 
Pension Planning Company, which he directs, designs Pension, Bonus and Profit- 
Sharing Plans on a fee basis, using either (1) A Self-administered Plan; (2) Group 
Annuities, or: (3) Individual Policies, whichever best carries out the objectives of 
employer and employees. The Company maintains its own actuarial and com- 
pilation staff, and has installed more than 50 plans, covering more than 100,000 
employees. 


THE DIAMOND LIFE BULLETINS 


420 E. 4th ST., CINCINNATI, OHIO 


Subscription to Sales Section: $4 a month the first year; $2 a month thereafter. 


7 volumes—4500 pages treating every Life Insurance Selling Problem. 
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C. E. Anstett Dies; Head of 
International Claim Assn. 


NEW YORK-—Charles E. Anstett, 
superintendent of New York Life’s in- 
spection department, president of the 
International Claim Association, and a 
widely recognized authority on contract 
bridge, died at his home in Jackson 
Heights Aug. 7. His final illness was 
brief, although he had been in failing 





CHARLES E. ANSTETT 


health for some months. He was 51 
years old. 

Author of a book, “Disability Claim 
Investigation,” Mr. Anstett was a 


pioneer in the use of photographic evi- 
dence in insurance claim work, particu- 
larly in the disability field. He was in- 
strumental in bringing about a more fa- 
vorable attitude in the courts toward 
acceptance of photographic evidence and 
in formulating the conditions under 
which a photograph or motion picture 
would be accepted as evidence. Photo- 
graphic evidence, using either motion 
pictures or still pictures, has proved ex- 
tremely effective in defeating fraudulent 
disability claims. 


Equipped Men With Cameras 


_ Because of this, each New York Life 
investigator is equipped with a small 
but high-powered camera capable of tak- 
ing pictures in poor light and yet not 
looking suspiciously impressive to the 
claimant. In his first attempts to use 
cameras in obtaining evidence Mr. An- 
stett found that investigators ran into 
trouble where a special photographer 
was called in, complete with a big cam- 
era, tripod, and a black cloth to crawl 
under while focussing. Claimants would 
become suspicious of all this elaborate 
equipment and made it difficult or im- 
possible to obtain pictures. On the other 
hand, they usually raise no objection 
when the investigator asks if it will be 
ali right if he makes a few pictures and 
then proceeds to do so with an outfit 
that looks, to a non-photographer, no 
more impressive than a $2 box Brownie. 


Co-Author of Book on Bridge 


Another unusual angle of Mr. An- 
stett’s claims work was the research 
which he conducted in collaboration 
with physicists at Massachusetts Insti- 
tute of Technology on distinguishing 
suicide from accident in the case of falls. 
Where the spot from which the fall be- 
gan could be determined, as was usually 
the case, it was found that there was 
usually a definite difference in the hori- 
zontal distance which was traveled in 
suicide as distinguished from an acci- 
dental fall, It appeared that a person 
intentionally jumping from a window, 
for example, instinctively gives himself 
a slight push which results in his land- 
ing considerably farther from the build- 


ing than if he had involuntarily toppled 
from the window ledge. 

A well known tournament player, Mr. 
Anstett was for several years president 
of the Jackson Heights bridge club. He 
was co-author with T. N. Winslow of a 
book on bridge, “Win With Winslow.” 
The system described in the book aimed 
at doing away with the necessity of 
guessing at one’s partner’s hand. It sug- 
gested a graded series of opening bids 
which ordinarily called for an opening 
bid in the lowest ranking four-card suit. 
The partner was supposed to respond in 
his lowest ranking four-card suit with the 
result that the final bid is almost auto- 
matically in a suit in which each hand 
holds four trumps or, lacking that, in no 
trump. 

A native of Easton, Pa., Mr. Anstett 
attended Lafayette College there and la- 
ter, in 1911, entered the United States 
Coast Guard Academy, then located in 
Baltimore. On graduation he was sta- 
tioned in Alaska and while there he mar- 
ried Miss Marion McLaughlin of Se- 
attle. When the coast guard became 
part of the navy during the world war 
Mr, Anstett served as a lieutenant-com- 
mander in the navy. He resigned in 
1919 to join the New York Life. 

Mr. Anstett has long been active in 
the affairs of the International Claim As- 
sociation, having served on various com- 
mittees before being elected president at 
the annual meeting last September. He 
was to have presided at the annual con- 
vention next month. 





Bacon Joins Occidental 
Life Field Training Staff 


Occidental Life of California has 
added to its field training staff William 
D. Bacon, formerly agency secretary of 
the Volunteer State Life, who has had 
more than a decade of field and home 
office life insurance experience. He will 
specialize in the development of sales 
promotion literature for the agency 
force. 

He started as an agency clerk and 
advanced in 1927 to assistant cashier of 
John Hancock Mutual Life in Philadel- 
phia. He was for a short period with 
an investment banking firm, reentering 
insurance in Hartford with Aetna Life. 
For six years he gained valuable ex- 
perience with the rate book in the field, 
also serving a short time in the Dallas 
and Chattanooga agencies as cashier. 

In 1939 he joined the home office staff 
of the Volunteer State Life as agency 
secretary. The past three years he has 
worked on development of sales promo- 
tion materials, the writing of radio 
scripts and the editing of a company 
house organ, in addition to performing 
routine agency administrative duties. 





Penalty for Vexatious 
Delay Is Knocked Out 


_ The Missouri supreme court has re- 
lieved John Hancock Mutual Life of 


liability for payment of penalty for vexa- . 


tious delay in State ex rel. John Han- 
cock Mutual Life vs. Hughes et al. The 
St. Louis court of appeals gave judg- 
ment against John Hancock which had 
defended the action on the policy on the 
ground the assured had made false rep- 
resentations in her application for the 
policy and upon the ground there had 
been a breach of the sound health pro- 
vision. 

The evidence was that the agent with 
full knowledge that the insured had been 
treated for tuberculosis and had been 
discharged as an arrested case, filled in 
the application and asked the insured to 
sign it. Under such circumstances the 
insurer was bound by the knowledge of 
its agents and was liable under the pol- 
icy. However, according to the supreme 
court, such constructive knowledge does 


not justify the assessment of a penalty 
where the insurer defends an action 
with the belief that it has a meritorious 
defense. The assured was Josephine 
Longo, the agent who wrote the policy 
was one Saputo. The assured died six 
months after the policy was issued due 
to reactivated tuberculosis. 





States Permitted to 
Retain Fidelity Deposits 


Federal Judge Moore at Charleston, 
W. Va., has rescinded his previous or- 
der demanding that the deposits of the 
defunct Fidelity Investment Associa- 
tion of Wheeling, W. Va., in 16 states 
be turned over to the Central Trust 
Co., of Charleston. 

The orders were entered just before 
Judge Moore recessed until Sept. 15 
the hearing on the petition of Fidelity 
for reorganization under the federal 
laws. Various states have questioned 
the court jurisdiction. 


Minn. Mutual Sets Regionals 


Minnesota Mutual will hold a series 
of regional agency conferences in Sep- 
tember. The meetings will be at Green 
Lake, Wis., Sept. 2-5; Mt. Hood, Ore., 





Sept. 7-10; Grand Canyon, Ariz., Sept, 
11-14; Cincinnati, Sept. 14-17, anq 
Hunt, Tex., Sept. 21-24. The Cincin- 
nati meeting fits in with the dates of 
the convention of the National Assog¢ja. 
tion of Life Underwriters, and Minne. 
sota Mutual agents will attend some oj 
the National sessions. 





Smooth Sailing Letters 
Highly Recommended 


W. C. Cousins, agency assistant of 
the Aetna Life, in his talk at the cep- 
tral department agency convention, 
spoke of a book in which he thought 
agents would be interested and greatly 
helped, it being “Smooth Sailing Let. 
ters” by L. E. Frailey. It is published 
by Prentice-Hall. The price is $2 and 
it is sold by Tue NATIONAL . Unorr- 
WRITER. 





The Hartford College of Insurance 
has appointed to its faculty William N, 
MacKenzie of Hartford Fire Insurance 
Company. He will teach insurance ac- 
counting. The course will cover an- 
nual statements, valuation of asset and 
liability items, taxation, regulatory con- 
trol exercised by the states. 
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And the Union Mutual Life Insurance 
Company, with the Portland Head Light 
as its symbol, has likewise been a beacon 
of security and a guide to future safety 
for its policyholders. 


For almost a century the sound, aggres- 
sive and enthusiastic administration of 
the Company—with an ideal about close 
relationship between Home Office and 
Field—has maintained the high ideals of 
business which represent the true spirit 
and character of New England 
Life Insurance tradition. 


@e UNION MUTUAL 


\ Life Insurance Company 


PORTLAND M AINE HOME OFFICE 


ROLLAND E. IRISH, President 


BLACKOUT HERE! 


Night after night, through the storms 
and wars of more than 150 years, the un- 
failing beam of Portland Head Light has 
been a symbol of security and a guide to 
safety for seafaring men. 
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Give Program for 
Insurance Counsel 
at White Sulphur 


The program has now been ar- 
ranged for the annual meeting of the 
International Association of Insurance 
Counsel at White Sulphur Springs, 
Ww. Va, Sept. 3-5. The evening of 
Sept. 2 there will be held the president’s 
socal hour and the meeting of the ex- 
ecutive committee. At th first formal 
session the address of welcome will be 
given by Attorney-general C. W. Mead- 
ows of West Virginia. Payne Karr of 
Seattle will respond and Oscar J. Brown 
of Syracuse, N. Y., will give the presi- 
dential address. 

Other papers to be given that morn- 
ing include “Litigation and the Sold- 
ers’ and Sailors’ Civil Relief Act of 
1940” by John B. Martin of Philadelphia 
and “Federal Court Rules and Their 
Application to Insurance Litigation” by 
John L. Barton of Omaha. Reports 
will be given by the executive com- 
mittee, secretary, treasurer, and_ the 
general legislative committee by F. B. 
Baylor of Lincoln, Neb., the chairman; 
home office counsel by Hugh D. Combs, 
vice-president U. S. F. & G., and on 
life insurance by Paul J. McGough, 
Minneapolis. 

A symposium conducted by the com- 
mittee on practices and procedures on 
federal rules of practice will be con- 
ducted that afternoon. Alvin R. Chris- 
tovich of New Orleans is chairman. 


Meeting Medical Proof 


At the second day session addresses 
will be given as follows: “Meeting Med- 
ical Proof”? by R. E. Dineen of Syra- 
cuse; “The Trend of Decisions in Ac- 
tions Between Husband and Wife for 
Personal Injury” by Clarence W. Heyl 
of Peoria, Ill., and “The Casualty Home 
Office Looks to Counsel for Better Pub- 
lic Relations” by V. C. Gorton, vice- 
president of Allstate of Chicago. 

There will be committee reports at 
that session on casualty insurance by 
M. M. Roberts of Cleveland; fidelity 
and surety laws by L. P. Dodd, De- 
troit; fire and marine by W. P. McDon- 
ald of Memphis; health and accident by 
Jewell Alexander of San Francisco; un- 
authorized practice of law by James T. 
Blair of Jefferson City, Mo.; workmen’s 
compensation by K. B. Cope of Canton, 
0.; compulsory automobile insurance 
and financial responsibility legislation by 
John L. Barton of Omaha. 

At the final session, James S. Kem- 
per, president of Lumbermen’s Mutual 
Casualty and immediate past president 
of the U. S. Chamber of Commerce, will 
give an address “National Defense and 
American Economy.” Lasher B. Gal- 
lagher of Los Angeles will give a paper 
on “May an Insurance Company Rely 
on the Allegation of a Complaint 
Against One of Its Insured in Deciding 
Whether the Case Is One Within the 
Terms of the Policy?” 





Prudential Launching New 
“Family” Radio Program 


athe Prudential is starting a new 
‘Family Radio Hour” over a large net- 
work Aug. 31. A number of prominent 
artists of the stage and screen, with a 
large chorus and orchestra, will be fea- 
ured. 

The new program will replace the old 
one, “When A Girl Marries.” It will be 
heard every Sunday from 5 to 5:45 p.m. 

Deems “Taylor, prominent music 
critic and music commentator, will ex- 
Plain the meaning and stories that lie 
behind the musical selections. Most 
or all of the musical selections will be 
Played as requests from Prudential pol- 
icyholders or employes and the general 
Public, Members of the “family” will 
be invited to write in and request the 
Songs that mean most to them. 

They are: (1) To give policyholders 
and the public a better understanding 


of life insurance—its benefits and val- 
ues; (2) to tell policyholders and the 
public about the ideals and principles 
on which the Prudential conducts its 
business; (3) to help Prudential agents 
in their daily work by giving policy- 
holders and the public a better under- 
sanding and deeper appreciation of 
agent Service. 

The broadcast will be heard from 
coast to coast over 61 of the larger 
CBS stations and in Montreal and 
Toronto. 


Equitable’s Group Leaders 


Equitable Society gives 40 leading mil- 
lion dollar agencies in group production 
for the first seven months. The leading 
10 are A. V. Ott, New York City; E. A. 
Woods Company, Pittsburgh; Prosser & 
Homans, New York; S. Lustgarten, Chi- 
cago; E. L. Grose, Phoenix, Ariz.; Kel- 
logg Van Winkle, Los Angeles; W. A. 
Alexander & Co., Chicago; Homer Jami- 
son, Oklahoma City; H. A. Nye, Den- 
ver, and R. R. Reno, Jr., Chicago. 








Ralph Staley, deputy insurance com- 
missioner of Oregon in the Portland 
office, has resigned to go with the Ore- 
gon Wine Council. He was employed 
by the state liquor commission before 
his appointment by Commissioner 
Thompson. 


Columbus Mutual 
Program Is Set 


The program is announced for the 
annual sales convention of Columbus 
Mutual Life at Niagara Falls, Ont., 
Aug. 18-20. The first convention ses- 
sion will be held the afternoon of Aug. 
18 with E. L. Synnestvedt, leading per- 
sonal producer for the club year, as 
honorary chairman. 

Talks will be given by President 
Danforth E. Ball, Vice-president Carl 
Mitcheltree, Sales Manager James A. 
Preston, and Perry Meek, Indianapolis 
manager of Acacia Mutual Life, on 
“Prospecting Today for Sales To- 
morrow.” 

The next morning wil be devoted en- 
tirely to group meetings and seminar 
discussions, the speakers including Dr. 
W. A. Jaquith, medical director, and 
leading representatives from various 
parts of the country.- That noon will 
be held the president’s luncheon for 
members of the President’s Own Club, 
App-a-Week Club, those with a re- 
newal record of 95 percent or better, 
heads of agencies producing $300,000 
or more and all $100,000 personal pro- 
ducers. Mrs. Ball will have as lunch- 
eon guests the wives and children of 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of Aug. 11, 1941: 

Par Div. Bid Asked 
8 30 





Aetna Life .... 10 1.40* 2 

Conn. Genl. .... 10 .80 27 28% 
Contl. Assur 10 2.00 34 37 
Life & Cas..... 3 -50 10 11 
Lincoln Natl.... 10 1.40* 29 31 
New World Life 10 .30 3% 4% 
N. W. Natl. Life 7.50 .30 9 10% 
Old Line Life... 10 -60 10 12 
Travelers ..... 100 16.00 415 425 


Wis. National.. 10 1.00 16 18 
*Includes extras. 








delegates. That afternoon there will be 
an automobile tour and the banquet 
that evening will have as toastmaster 
Mr. Mitcheltree. The speaker will be 
William B. Burruss, a_ professional 
speaker. 

The final “session the morning of 
Aug. 20 will have as honorary chair- 
man Ivan T. Quick, who had the lead- 
ing agency production for the club 
year. Speakers at that session will in- 
clude Donald Hoskins, counsel; Rob- 
ert G. Smith, and Herman R. Wilharm, 
field supervisors, Mr. Burruss and Mr. 
Preston. 
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“What Do You 


The selection of Life Insurance risks is, basically, 
a matter of classifying applicants into groups—the 
mortality rates of which are known from experience. 

Standard rates are based on the mortality of un- 


tuaries, however, having studied for many years the 
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Geared To Help Its Fieldmen 





mortality resulting from various occupations and 
impairments are able to calculate PROPER pre- 
miums for certain “substandard” groups and to 
classify applicants scientifically. Thus Life Insur- 
ance is extended to thousands of persons who would 
occupations. Ac- otherwise be deprived of its benefits. This company 
is proud to have been a pioneer in this field. 


NATIONAL LIFE 


COMPANY 


Indiana 
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EDITORIAL 


COMMENT 





Staggering Tax Proposal 


THE report that the Treasury depart- 
ment has drafted a proposal to tax the 
life insurance business in order to re- 
place the $323,000,000 of potential reve- 
nue lost by the rejection of the joint re- 
turn proposal must cause every member 
of the public and everyone in the life in- 
surance business to feel the deepest con- 
cern. 

The total premium income of the 256 
legal reserve companies listed in the 
UniguE Manuat-Dicest was $4,114,- 
280,059. To impose a tax against re- 
newal premiums is in the nature of an 
ex post facto law and if sufficiently dras- 
tic seems to come close to interfering 
with the right of contract, for in many 
cases it would so alter the conditions be- 
tween policyholder and company that 
many insured would be unable to con- 
tinue paying premiums, 

On the other hand if the tax were to 
be levied only on new business the pen- 
alty would be terrific if any large part 
of the needed $323,000,000 is sought. 
For the same 256 companies—and this in- 
cidentally includes many Canadian com- 
panies—new ordinary premiums were 
$334,089,955, or only slightly greater 
than the amount of extra tax that is 
needed. Even taking into consideration 
$193,808,646 of new annuity premiums 
and whatever portion of the total indus- 
trial premiums of $839,956,150 that rep- 
resents new business, the needed $323,- 
000,000 is a fantastically oppressive levy. 

Since life insurance is not a business 
in the usual sense, it is hard to justify 
any tax at all on it except on the prop- 
erties which it owns. Life insurance is 
far more a cooperative savings institu- 
tion than it is a business. Its vast 


wealth, which in an ordinary business 
would be indicative of huge profits, actu- 
ally constitutes deposits which have been 
made with a view to future purchases, 
not of luxuries but of the most essential 
necessities of life, either for widows and 
orphans, or the aged _ policyholders 
themselves. About the only “justifica- 
tion” for a tax on life insurance is that 
it is easy to collect. 

We hope that the reaction everywhere 
will he substantially similar to that of 
the New York “Sun” editorial the other 
day, which follows: 

“In the search of the senate finance 
committee for revenue to match the 
amount lost by the defeat of the joint 
tax return, one alarming rumor is heard 
—that a tax may be put on the assets of 
the life insurance companies. Of course 
there are men in the new deal who have 
been itching to get the 30 billions of 
safety margin piled up by the policy- 
holders. These itchers would welcome 
an entering wedge such as the proposed 
capital levy would be. As the big insur- 
ance companies are mutualized and their 
assets belong to the policyholders, there 
should be the same roar of objection 
that would follow an attempt to seize a 
portion of the deposits in the savings 
banks. 

“The senate can find the missing $320,- 
000,000 in a more honest way. If it is 
too late to reduce appropriations for 
non-defense schemes, then the income 
tax base should be broadened by reduc- 
ing the exemptions. President Roose- 
velt has asked for this, although rather 
late in the game so far as the ways and 
means committee was concerned, But 
better late than never.” 


It Insures a Good Day 


INSURANCE salesmen find it very desir- 
able to get to work as early as possible 
in the morning when prospects are fresh 
physically and mentally and are more 
ready to listen to something that con- 
cerns themselves. They want to get 


their important and emergency work 
out of the way but the insurance sales- 
man should not wait until noon before 
he starts on his mission. An early start 
almost always insures a good day for 
the agent. 


Building a Real Organization 


A RESOURCEFUL and successful execu- 
tive who has pride in his organization 
and especially interest in its perma- 
nency, as soon as possible gets it in 
shape so that whatever happens to him 
or anyone else, the machinery goes on 
just the same. If an executive does not 
build his organization in a way that it 
will not be jolted when he leaves the 


picture he is far from successful. While 
he is on the job the machinery runs 
easily and without friction. If, however, 
he leaves the engine room and no one 
else is capable of operating, then the 
organization is in a bad plight. 

One of the chief duties of an execu- 
tive should be to develop an organiza- 
tion that will be so efficient that it can 


move along regardless of who departs 
from the ranks. Sometimes an executive 
is so narrow in his vision that he feels 
that he cannot pass responsibility along 
but he must do a tremendous amount 
of detail himself. He does not build a 
strong organization in this way. Every 
once in a while the top executive should 
give his organization a chance so that 
he can see how the wheels go around. 
If in his absence there are signs of 
weakness then he should at once 
strengthen those parts that give evi- 
dence of weakness. The worst thing 
that can befall an enterprise is a serious 


deterioration that ensues when any one 
man leaves the scene. There should be 
constantly brought into it new blood, 

As one executive put it the other day, 
“We are always anxious to bring into 
our force young fellows of presidential 
timber.” A perfect organization is one 
that moves along with smoothness and 
exactness because all along the way it 
is manned by experienced people. Many 
executives take pride in the fact that 
they can fill any vacancy regardless of 
how high up it is from their own ranks, 
That is a situation devoutly to be de- 
sired. 








PERSONAL SIDE OF THE BUSINESS 





Raymund Daniel, executive secretary 
of the Industrial Insurers Conference, 
underwent an operation in a hospital in 
Atlanta and is making an excellent re- 
covery. 

Deputy Commissioner C. A. Gough 
of New Jersey has now been discharged 
from St. Francis Hospital, Trenton, 
where he has been confined for the past 
seven weeks, and plans to spend several 
more months in recuperating his health 
and strength. 


H. A. Behrens, chairman of the Conti- 
nental Casualty and president of its run- 
ning mate, Continental Assurance, is in 
Chicago this week, first attending the 
agency convention of the Continental 
Assurance at the Edgewater Beach Ho- 
tel, and later the claim men’s conven- 
tion of the Continental Casualty. Mr. 
Behrens spends the summers at his home 
on Belvidere Island, San Francisco Bay. 
He is returning there following the con- 
ventions. He will be at his office in Chi- 
cago after the middle of September. 


James F. Ramey, executive vice-presi- 
dent and secretary of the Washington 
National of Evanston, IIl., is able to 
hobble to his office every other day. He 
has been flat on his back most of the 
time during the past six weeks with sci- 
atic rheumatism. Most of the time he 
has been in the hospital. 

C. E. Becker, president of Franklin 
Life, visited the San Antonio and Dallas 
agencies, returning by plane from Dallas 
to Springfield, Ill. Ben G. Harrison, 
secretary-treasurer of Franklin Life, has 
been in Corpus Christi, Tex., and vi- 
cinity on investment business. 

A. J. McAndless, president of Lincoln 
National Life, has been elected second 
vice-president of the Fort Wayne (Ind.) 
chamber of commerce. 


E. D. Wilson, Richmond manager of 
Mutual Life, has been appointed by 
Governor Price of Virginia to head a 
group of life men who will aid in the 
conservation of gasoline in the state. 
Mr. Wilson has named a committee of 
35, chiefly managers and general agents. 
Mr. Wilson found that 11 of the 14 per- 
sons in his office were using separdte 
cars to get to the office every day, al- 
though some live in the same neighbor- 
hood. He will endeavor to get them 
to double up in making the trip and 
thus save gas. 

William Osborne of the underwriting 
department at the home office of the 
Mutual Benefit Life made a. “hole-in- 


one” at the Branch Brook golf course 
in Newark. 


George H. Chace, vice-president of 
Prudential, and Mrs. Ethel R. de Beck 
of East Orange, N. J., were married at 
Munn Avenue Presbyterian Church in 
East Orange and are now on a wedding 
trip at Belmont, West Harwich, Cape 
Cod. Mrs. Chace is director of the de- 
partment of reference and research of 
the Newark Board of Education. 


The entire agency staff of the Frank 
H. Lewis agency of Massachusetts Mu- 
tual Life in Newark tendered a lunch- 
eon to Mr. Lewis, who retired as gen- 
eral agent Aug. 15. Among the guests 
were Vice-president J. C. Behan and 
W. M. Benton, agency secretary. Mr. 
Lewis has been with the company 44 
years and is retiring from active duty 
on account of ill health. He will retain 
an office in the agency. 


John A. Stevenson, president of 
Penn Mutual Life, in addressing a 
luncheon meeting of the Kiwanis 
Club at Los Angeles, Wednesday, 
spoke on “The Challenge of Trained 
Leadership.” The survival of our 
democracy depends, according to Mr. 
Stevenson, on leaders with an enlight- 
ened understanding of ‘the problems 
that we face and. the realization that 
our form of. government involves the 
highest degree of personal and group 
responsibility. 

S. B. Hunt, president American Life 
& Accident of St. Louis, has applied 
to the Federal Communications Com- 
mission for a permit to install, maintain 
and operate a radio broadcasting station 
in Alton, Ill. It is understood that the 
radio station will be a personal venture 
for Mr. Hunt and it is to be operated 
independent of the company which he 
heads. 


Two prominent Minnesota insurance 
men figured in a big way in golf tourna- 
ments. Virgil Roby, manager of Travel- 
ers at Minneapolis, won the Arrowhead 
tournament at Duluth and Commissioner 
Newell Johnson was barely nosed out 
for first place in the Birchwood tourna- 
ment at Bemidji. 


DEATHS 


E. H. McAfee, 45, assistant managet 
of Metropolitan Life in Salt Lake City, 
and his wife were drowned in an acci 
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Strong’s Death Removes 
Unusual Producer 
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JOSEPH H. STRONG 


Death of Joseph H. Strong, Chicago 
general agent of John Hancock Mutual 
Life for more than 36 years, removes 
from the life insurance field an unusual 
producer. 

Only last January Mr. Strong cele- 
brated his 66th anniversary with John 
Hancock. He served as an agent for 
the company in Chicago for 30 years be- 
fore forming the Strong general agency 
in 1905. At his death he was senior 
member of the agency, which consisted 
also of Sherman M. Strong, his son and 
Darwin A. Medaris. 

The agency, which early this spring 
moved to the Field building, will con- 
tinue under the same name. When Mr. 
Medaris, who has represented John 
Hancock for 30 years, joined the agency 
in February, it changed its policy by 
opening a brokerage department and in- 
ne the development of an agency 
stair, 

Theretofore, the agency had operated 
with Mr, Strong and his son, who has 








dent at Bear Lake near Garden City, 
Utah. A 16-year-old daughter was 
rescued after clinging to a boat for over 
18 hours. Mr. McAfee had been with 
Metropolitan in Utah for 20 years. 
_V. H. Ellingson, 48, Iowa field super- 
visor of Federal Life, died at the Vet- 
trans hospital in Des Moines from 
Paralysis. He had been ill 14 months. 
Ivan Packard, agency consultant of 
the G. E. Lackey agency of Massachu- 
pe pore Life, Detroit, died sud- 
enly at the home of a brother i - 
Shall, Mich. PE 
E. H. Banta of San Antonio, who was 
associated with Cullen Thomas in the 
grganization of the Republic Life of 
“ars, and since then with other com- 
Pames, died at Fort Collins, Colo. 
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been with the Strong agency 26 years, 
as the only two producers. Between 
them they paid for two to four million 
dollars of business each year, all per- 
sonal production. 


Individual Methods 


Joseph H. Strong, who would have 
been 88 in September, was independent 
in both character and operation. His 
methods were developed in an era of 
individualism. One instance is typical. 
He called upon a business man on the 
west side one morning shortly after 8 
o’clock and sold him $50,000 of insur- 
ance. Throughout the interview neither 





he nor his son, who accompanied him, 
sat down. The prospect was a man 
whom neither had met before, although 
later he became a close friend. On the 
way back to the loop, Mr. Strong turned 
to his son and said, quite sincerely: “We 
are going to have to get busy. Business 
is not so good.” This was before 9 
o'clock. 

From 1905 to 1930, Mr. Strong per- 
sonally wrote from $1,000,000 to $3,000,- 
000 of business every year, and yet he 
did not regard this as anything to call 
for special attention or commendation. 
He never sold an annuity in his life, all 
his business being life insurance. 








NEWS OF THE COMPANIES 





Cooperators Life Mutual 
Applies for Wis. License 


MILWAUKEE — Cooperators Life 
Mutual has been incorporated in Wis- 
consin and has filed application for a 
license with the insurance department. 
It expects to receive its license within 
a month and will write ordinary insur- 
ance and a new type of group life made 
available to members of cooperative or- 
ganizations in the state. This type is 
said to be new in this country but has 
been in vogue in Finland, England and 
the Scandinavian countries of Europe. 

As already noted, W. W. Wilson, Jr., 
for five years on the examining staff of 
the Nebraska department, will become 


actuary and underwriter of the new 
company, with headquarters at 5070 
North 35th street, Milwaukee, which 


also is headquarters of Cooperative In- 
surance Mutual, organized in 1936 and 
writing automobile insurance for co- 
operatives and members of cooperatives 
in the state. The officers, A. J. Haas, 
Madison, president; Lynn Matteson, 
Milwaukee, secretary, and F. F. Ron- 
deau, treasurer, and the boards of both 
companies are identical. J. Shea, 
Pickett, Wis., is vice-president of the 
automobile company, and William Li- 
imatenaenen, Jacobson, Minn.,_ vice- 
president of the new life cooperative. 

The new Wisconsin cooperative and 
Cooperative Life of Minnesota, organ- 
ized seven years ago, will have identical 
boards and officers. Mr. Matteson will 
leave Milwaukee Sept. 1 to become 
active in the Minnesota cooperative as 
manager, while Mr. Rondeau will take 
over in Wisconsin, working with Mr. 
Wilson. In writing members of Wis- 
consin cooperatives, the new life organ- 
ization will set up an agency force by 
engaging one employe of each coopera- 
tive organization throughcut the state 
to write the members. 


Great-West Life Enters Ohio 

The application of Great-West Life 
for a license in Ohio has been approved 
by Superintendent Lloyd. This brings to 
eight the number of states in which 
Great-West is licensed, the first state 
entered being North Dakota in 1906, 
followed by Minnesota and Michigan in 
1921, Illinois in 1923, Washington in 
1931, Indiana, 1940 and Missouri this 
year. Its business in force in the United 
States now amounts to more than $138,- 
000,000 out of a total business in force 
of $647,193,000. 


Acquire Westminster Life 
Westminster Life, Chicago, an assess- 
ment legal reserve company, has been 
taken over by A. L. Koolish, president, 
and G. W. Ehrlich, secretary, from its 
former owners and founders, John J. 
Mack, president, and G. B. Lotsman, 
secretary. The company was organized 
in May, 1939. P. H. Koolish is also con- 
nected with the compary. 
. The Koolishes are brothers, engaged 
in the mail order distiibuting business 
and have one or two policies they are 
now: soliciting by mail. Ted Koolish, a 
nephew, has formed the Westminster 
agency to handle direct solicitation. The 
company is located at 2222 Diversey, 
Chicago. 





Union Central Stockholders 
Approve Mutualization 


The program of mutualization of 
Union Central Life moved forward 
when stockholders by a vote of 116,685 
to 10 voted in favor of the program. 
The recommendation now goes to pol- 
icyholders. The only opposition voiced 
was that of Walter Kelley, former em- 
ploye of Union Central. He _ had 
brought an action for an injunction to 
prevent the holding of the meeting, but 
he agreed to dismiss the action after a 
conference with the judge and company 
representatives. 

Kelley charged that his request for 
transfer of his 10 shares of stock that 
are held in trust for him in the company 
records to his own name so that he 





might vote at the stockholders meetings 
was not complied with. The petition 
was withdrawn after it was determined 
that Kelley would have the necessary 
transfer papers signed and then would 
be recognized as a stockholder. Kelley’s 
written protest to the mutualization plan 
was presented at the meeting. 


Old Line Life Shows Good 
Gains for Half Year 


Old Line Life of America reports a 
net gain of $872,066 in life insurance in 
force, for the first half of 1941, bringing 
the total to $83,479,921. A substantial 
gain in accident and health premiums 
was also recorded. Lapses and sur- 
renders decreased as compared with 
1940. 

Assets reached a new high of $23,- 
946,723 June 30. In addition to $449,- 
967 reserve for fluctuations in assets, 
the surplus was increased by $105,112 to 
$842,928. Gross income for the six 
months was $2,160,765, a gain of $63,- 
857. Total disbursements were $1,641,- 
976, with payments to policyholders and 
beneficiaries of $961,345. In addition, 
$388,991 was added to reserves. 


Would Sell Neb. Company’s Assets 


LINCOLN, NEB.—The district court 
has authorized Insurance Director Frai- 
zer to receive proposals by Sept. 10 for 
the purchase of the assets of the Fi- 
delity Old Line of Lincoln, and to sell 
them on or before Sept. 15, when all 
further claims would be barred. The 
court also will hear Sept. 10 an appli- 
cation just filed by the director asking 
for his discharge as liquidator of the 
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First American Life, also of Lincoln, 
and an order dissolving the company. 





Approve K. C. Life-Midland Deal 


KANSAS CITY—At a stockholders’ 
meeting of Midland Life more than 90 
percent of the stock represented was 
voted for sale of the company to Kansas 
City Life. 

A committee of insurance commission- 
ers is meeting Aug. 15 here to consider 
the transfer. 





Examine American Life of Illinois 


Report by the Illinois insurance de- 
partment on examination of American 
Life of Illinois, Chicago, an assessment 
legal reserve company, as of Dec. 31, 


1940, shows assets of $14,157 and unas- 
signed fund of $1,631. Principal man- 
agement problem is production of an in- 
creased volume of business on a profit- 
able basis, according to the report. The 
company shares office quarters with In- 
surance Agencies, Inc., at 506 South Wa- 
bash avenue, Chicago, 

Total income in 1940 was $17,763, to- 
tal disbursements $18,206. Net reserve 
was $11,633. Insurance in force is $520,- 
074, compared with $2,552,540 in 1935. 
Mortality rate was 62 in 1940. J. A. 
McCullagh, secretary-treasurer, is the 
chief operating officer. 





Eugene E. Wilson, president of 
United Aircraft, has been elected a direc- 
tor of Aetna Life, Aetna Casualty and 
Automobile of Hartford. 








AMONG COMPANY MEN 





Fla. Actuary Takes High 
Post in Gulf Life 


C. J. McCann has resigned as actuary 
and examiner for the Florida insurance 
department to become executive vice- 
president of Gulf Life of Jacksonville. 
Mr. McCann had served as actuary for 
the Florida department for 20 years. 


A.E. Lucey Named to Handle 
U. S. Life Advertising 


A. E. Lucey, vice-president of A. K. 
Taylor & Associates, Inc., has been 
appointed advertising and publicity man- 
ager for United States Life. Mr. Lucey 
was for some time connected with the 
C. V. Starr Company in Shanghai, 
China, and has had wide newspaper and 
advertising experience. He _ succeeds 
A. K. Taylor, who now is devoting his 
time to American International Under- 
writers. 








New President of 
Southern Life, Atlanta 








JAMES R. BURNS 


James Rankin Burns, well known Bir- 
mingham insurance executive and con- 
sultant, has now assumed his new duties 
as president of Southern Life and it is 
expected that his family will move to 
Atlanta in the near future. Mr. Burns 
is a progressive insurance man who 
brings to his new position a broad and 
successful experience as a trained exec- 
utive and as a leader who commenced 
his career with a rate book. 

Southern Life is commemorating the 
birthday of its retiring president, Dr. 
Dan Y. Sage, as well as the company’s 
sixth anniversary, with a new business 
campaign during August. Dr. Sage be- 
comes chairman and will continue to be 
actively identified with the company. 


C. E. Fritsche Educational 
Head of General American 


Charles E. Fritsche has joined Gen- 
eral American Life at the head office 
as educational director. He will look af- 
ter the planning and direction of educa- 














CHARLES E. FRITSCHE 


tion and training of agents, genera! 
agents and managers, 

Mr. Fritsche since 1938 has been man- 
ager of the life department of the Bow- 
ersox agency of St. Louis, which is gen- 
eral agent for Connecticut General Life. 
He had been engaged in the business 
prior to that time after graduating from 
Washington University. He is a gradu- 
ate of the Sales Research Bureau school. 





C. E. Shedd’s Duties Extended 


Charles E. Shedd, who has been man- 
ager of the credit life department of 
Great American Reserve Life of Dallas 
for several years, has been made man- 
ager of the deferred payment depart- 
ment as well. Mr. Shedd has had many 
years experience in the credit life, health 
and accident field. 


Pyramid Life Promotes Two 


LITTLE ROCK, ARK.—J. M. Gunn 
has been advanced from superintendent 
of agencies to vice-president and agency 
director of Pyramid Life and W. N. 
Stannus is promoted from comptroller 
to secretary. 

Mr. Gunn .was appointed assistant 
agency supervisor in 1936. He had 
represented an eastern life company in 
Arkansas. He was advanced to super- 
intendent of agencies in 1938 and was 
made a director last year. 

Mr. Stannus was appointed comp- 
troller in 1937, after service as comp- 
troller of the Unien National Bank of 
Little Rock. He was made a member 
of the board in 1940. 

Robe-t C. Stark, formerly secretary, 


continues as actuary. H. L. Thomas is 
president and Verne McMillen, vice- 
president. 


Briggs Assistant Secretary 


T. O. Briggs has been elected assist- 
ant secretary of Guardian Life of Dallas. 








J. F. Wells, for many years assistant 
treasurer of the North American Life 
of Canada and since 1934 registrar, has 
retired on pension. He has been with 
the company 48 years. 


SALES MEETS 











United L. & A. Has 
Dedication Rites 


The top producers of United Life & 
Accident to the number of 28, members 
of the White Mountain Club, partici- 
pated in the ceremonies dedicating the 
company’s handsome new home office 
building at White and Washington 
streets in Concord, N. H., and then 
journeyed to Bretton Woods for a four- 
day outing and business session. 

At a noon banquet in Concord, Gov- 
ernor Blood of New Hampshire was the 
principal speaker. He spoke highly of 
United Life & Accident and of the call- 
ing of the life insurance agent. He re- 
marked that as of the first of the year 
there were 51,197 life insurance policies 
in force in the state with a face value 
of $43,000,940 and the revenue produced 
for the state totaled $271,177 from this 
source. Commissioner Rouillard also 
spoke appreciatively of United Life & 
Accident. Other speakers included Pres- 
ident John V. Hanna, Vice-president 
William D. Haller and Robert W. 
Brown, president of the chamber of 
commerce. 

United Life & Accident is the only 
life insurance company domiciled in 
New Hampshire. It was started in 1913 
and has paid policyholders and benefi- 
Ciaries $16,296,658 since that time. The 
capital amounts to $400,000 and surplus 
is $530,874. Insurance in force amounts 
to $45,000,000 and policy reserves are 
about $10,000,000. 


Frank Swartz Is Top Man 


Frank Swartz, general agent at Provi- 
dence, R. I., was chairman of the dedi- 
cation committee by virtue of being the 
winner in a special contest. He is also 
president of the White Mountain Club. 
Vice-president of the club is J. °N. 
Lavietes of New Haven, Conn. Secre- 
tary is George A. Neilson, Boston general 
agent. Edward Broderick of Bridgeport, 
Conn., was honored for having the larg- 
est average sized policy and Manuel 
Glass of Hartford for having the high- 
est persistency rating during the two 
previous club years. Special recognition 
was given to George L. Jordan, general 
agent in Kinston, N. C., who was presi- 
dent of the White Mountain Club for 
many years and who completed 25 years 
service with United Life & Accident, 
Aug. 10. 





Equitable Society Agency Meetings 
MINNEAPOLIS—The Andrew B. 


‘Shea agency of Equitable Society held 


its summer conference here this week. 
The C. W. Streeter agency of the com- 
pany, St. Paul, will meet at Pine Beach 
hotel near Brainerd, Minn., this month 
and the C. W. Poole agency of South 
Dakota will go to the Black Hills. 


Midland Mutual Meet in April 


Midland Mutual Life will hold a two- 
day meeting in Columbus, O., in April, 
celebrating its 36th anniversary and 
President George W. Steinman’s 30th 
anniversary with the company. 


John Hancock Minnesota Meeting 


The 75th anniversary of the entry of 
John Hancock Mutual into Minnesota 
was noted at the summer meeting of its 
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\innesota agents at Breezy Point 
Lodge, Pequot, Minn. The meeting was 
in charge Of W. W. Hunter, general 
agent ordinary department, Minneapolis. 


New England Mutual Men 
tio Meet at French Lick 


About 150 are expected to attend the 
biennial regional convention of the New 
England Mutual Life at French Lick 
Springs hotel, French Lick, Ind., Sept. 
12-13, including general agents, agents, 
home office officials and their wives. 


Discussions of various problems will 
be held each day. There will be a golf 
tournament and bridge for the ladies, 
with a banquet the first evening at 
which company executives will speak. 
Agents will attend from Chicago, Cin- 
cinnati, Cleveland, Columbus, Detroit, 
Indianapolis, Louisville, Milwaukee, 
Minneapolis, Peoria, Parkersburg, W. 
Va., St. Paul and Toledo. 





P. K. Browne, Travelers statistician, 
conducted a refresher course for the 
agency force of the San Antonio 
branch. 





— 





LIFE AGENCY CHANGES 





Davis Given Sole 
Charge in Richmond 


The New England Mutual Life has 
appointed Benjamin W. Davis sole gen- 
eral agent in Richmond. 

Mr. Davis’ general agency succeeds 
the highly successful firm of Davis & 








BENJAMIN W. DAVIS 


| Butterworth, in which he and Linwood 
| Butterworth have 
| agents for eastern Virginia since 1927. 


served as general 
Mr. Butterworth has been 
general agent in Atlanta. 

Mr. Davis is a native of Virginia. 
After seeing service in the naval re- 
serve during the first world war, he was 


appointed 


f graduated in 1920 from Randolph-Ma- 


con college, where he had been a base- 
ball star. In 1922 he completed the 
Lovelace-Rockwell course in salesman- 
ship at Carnegie Tech, having started 


| in life insurance as an agent in 1921 and 


in 1923 he entered into partnership with 
Mr. Butterworth. 


Altick Joins Yates 


as General Agent 


LOS ANGELES—John W. Yates, 
California general agent of Massachu- 
setts Mutual Life, 
has invited Robert 
L. Altick, his for- 
mer associate in 
Detroit and Los 
Angeles, and since 
1938 general agent 
for the company at 
Wilkes-Barre, Pa., 
again to join him 
in the management 
of the agency here. 
Mr. Altick accept- 
ed the invitation 
and will continue 
a eee as a gen- 
eral agent after he 
twa to the west coast. The past 
sada the Los Angeles agency has 

second among all agencies of the 


R. L. Altick 


Massachusetts Mutual in new business 
delivered and first in net gain of total 
business in force. 

Mr. Altick is a C. L. U. and is now 
president of the Wilkes-Barre Life Un- 
derwriters Association. He expects to 
arrive in Los Angeles about Sept. 1. 

Mr. Yates in his 18 years as general 
agent of the Massachusetts Mutual has 
brought an exceptionally large number 
of successful men into the business and 
has been responsible for around $140,- 
000,000 of business in his company. 





Agency Territory Divided 

Because of the death of G. H. Wat- 
son, Wichita Falls, Tex., branch man- 
ager, the territory of the Jefferson 
Standard Life agency there has been di- 
vided between the Fort Worth and San 
Antonio agencies. 


Opens New Cheyenne Office 


Jefferson Standard Life has estab- 
lished a district office in 234 Boyd build- 
ing, Cheyenne, Wyo., with J. E. Hay 
as district manager. Mr. Hay has had 
considerable life insurance experience. 





L. C. Mersfelder, Oklahoma state 
manager of Kansas City Life, has ap- 
pointed T. Guy Spencer city manager 
= charge of production in Oklahoma 

ity. 








President George L. Harrison of 
New York Life has been elected a di- 
rector of First National Bank of New 
York to fill a vacancy that has existed 
since the resignation last year of Wen- 
dell L. Willkie. Mr. Harrison was re- 
cently elected a member of the federal 
advisory council of the Federal Reserve 
System to represent the second federal 
reserve district. 


Johnson Wins High 
Mut. Benefit Award 


John R. Hardin, president Mutual 
Benefit Life, presented for the second 
time to William E. Johnson, Jr., general 
agent for New Hampshire and Vermont, 
the President’s Plaque, the company’s 
highest, award for agency achievement, 
at a dinner in Portsmouth, N. H. Mem- 
bers of the agency, prominent New 
Hampshire business and insurance men 
and a delegation from the company’s 
home office attended. 

Awarding of the plaque climaxed a 
one-day sales program at New Castle, 
N. H., where members of the agency 
heard talks by H. G. Kenagy, superin- 
tendent of agencies, and Clay W. Ham- 
lin, general agent at Buffalo. 

The Johnson agency won the plaque 
also in 1936. The award is based on 
quality of service rather than volume. 

By 1936, Mr. Johnson’s tenth year, 
insurance in force had-trebled, and the 
agency was producing ten times as 
much new business as in 1927. In 1937 
the agency’s territory was increased by 
the addition of Vermont. 

Two of the agency’s men have ad- 
vanced in agency work elsewhere in the 
company: F. D. Haselton now is assist- 
ant superintendent of agencies and man- 
ager at St. Louis, Mo., and W. E. 
Hughes is general agent at Springfield, 
Mass. 

The agency had insurance in force in 
1940 of $20,210,648, compared to $15,- 
593,874 at the end of 1936. On paid 
business the agency ranked sixteenth in 
1940, with ten full time agents, all of 
whom were on the company honor roll. 

Speakers at the dinner were Major 
P. W. Hobbs, representing the governor 
of New Hampshire; E. W. Parsons, 
Nashua merchant; W. F. Grant, presi- 
dent of New Hampshire Life Under- 
writers Association; Francis Merrit, 
vice-president of Monarch Life, and Mr. 
Hughes of Springfield, Mass. 

Other guests included Don H. Stimp- 
son, Mutual Benefit general agent for 
Maine and H. L. Woods, general agent 
at Hartford. 

E. R. Brown, Milford, N. H., pre- 
sented Mr. Johnson with a large platter 
engraved with the company’s emblem 
on behalf of the agency. 





Gerlitz Named at La Crosse 


Mutual Life of New York has ap- 
pointed John Gerlitz district manager 
with offices at 314 Newburg building, 
La Crosse, Wis. He has been with 
Mutual Life at Bismarck, N. D., and will 
operate under Hiram Moore, St. Paul 
manager. 


POLICIES 


John Hancock 
Retirement Change 


John Hancock has increased the basic 
amount of insurance under the retire- 
ment fund policies from $1,000 to $1,500 
with resultant increases in premiums 
and non-forfeiture values. Maturity cash 
values on the new basis are: Male, 
maturing age 55, $1,998; female, $2,220; 
male age 60, $1,784; female, $1,998; 
male age 65, $1,587; female, $1,784. 

As previously announced, all settle- 
ment options and annuity provisions 
and supplementary contracts are on the 
214 percent interest basis. 

The new premium rates on the re- 
tirement fund policies and family inde- 
pendence plan follow: 





Family 
Retirement Retirement Independ- 
Fund Age 60 Fund Age 65 ence 
10 Yr. 20 Yr. 
Age Male Female Male Female Plan Plan 
$ $ $ $ $ $ 
10 28.63 30.21 25.22 26.26 .... .«.. 
15 32.48 34.46 28.12 29.39 .... ... 
20 37.50 39.98 31.81 33.42 25.36 31.87 
21 38.68 41.29 32.67 34.36 25.80 32.40 
22 39.93 42.68 33.58 35.34 26.27 32.97 
23 41.26 44.14 34.53 36.39 26.75 33.56 
24 42.67 45.70 35.55 37.49 27.26 34.21 
25 44.17 47.36 36.62 38.66 27.80 34.88 
26 45.77 49.12 37.76 39.89 28.38 35.60 
27 47.48 51.02 38.96 41.21 28.97 36.36 
28 49.29 53.02 40.23 42.59 29.60 37.18 
29 51.25 55.18 41.58 44.06 30.28 38.06 
30 53.33 57.49 43.02 45.64 30.99 39.00 
31 55.58 59.97 44.55 47.31 31.73 40.02 
32 58.00 62.65 46.18 49.09 32.54 41.12 
33 60.61 65.54 47.92 50.99 33.36 42.28 
34 63.43 68.67 49.78 53.04 34.26 43.55 
35 66.49 72.05 51.79 55.22 35.21 44.94 
36 69.81 75.73 53.93 57.57 36.25 46.45 
37 73.43 79.73 56.24 60.09 37.33 48.07 
38 77.39 84.12 58.72 62.82 38.49 49.84 
39 81.74 88.95 61.41 65.76 39.73 51.73 
40 86.53 94.27 64.31 68.95 41.06 53.82 
41 91.84 100.16 67.47 72.42 42.51 56.09 
42 97.74 106.72 70.91 76.20 44.06 58.54 
43 104.34 114.05 74.67 80.34 45.75 61.21 
44 111.77 122.31 78.80 84.86 47.58 64.12 
45 120.21 131.68 83.34 89.86 49.54 67.28 
46 129.85 142.41 88.35 95.37 51.68 .... 
47 140.98 154.79 93.91 101.50 53.99 
48 153.94 169.23 100.13 108.34 56.49 
49 169.22 186.27 107.10 116.05 59.22 
50 187.53 206.66 114.96 124.76 62.15 
51 haces eee 123.93 134.69 65.33 
52 -. 134.22 146.09 68.75 
53 . 146.15 159.35 72.48 
54 -. 160.18 174.93 76.51 
55 . 176.88 193.54 80.86 


a 


Western Life Offers 
New Term Contracts 


In a recent supplement to the rate- 
book, Western Life of Montana added 
10, 15 and 20 year term to its policy 
forms. Annual rates for an annual re- 
newable reducing term rider and tables 
setting out amounts of insurance needed 
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to provide $100 month from 1 to 35 
years are also included. 

The term policies are non-renewable 
but convertible, 10 year within 7 years; 
15 year within 12 years; 20 year within 
15 years. In event of disability, the 
contracts call for the issuance of a non- 
participating continuous premium en- 
dowment age 85 at the time the claim 
for waiver of premium is approved. An- 
nual premium rates per $1,000 at 5 year 
age intervals are given below: 

10 Year 15 Year 20 Year 


Age Term Term erm 
BL «eens epee osha $ 8.30 8.52 $ 8.97 
BS le coe ee ees 8.57 8.82 9.44 
EP ee 9.03 9.33 10.37 
BP iii +dnbsiawee 10.06 10.74 12.06 
ee ee. 11.87 13.63 15.66 
ED decav sees see ce 15.52 18.24 Pee 
BO 25-26 Séaies peor 21.59 18.24 





To Put Nonpar on 
3% Basis Nov. 1 


Details of the Continental Assurance’s 
plans to change its non-participating 
premium rates Nov. 1 to 3 percent, the 
same as the participating rates, and 
liberalize forms and conversion options, 
were given by H. C. Reeder, vice-presi- 
dent and actuary, at the 1-2-0 and 2-5-0 
clubs’ conventions in Chicago this week. 
The agents for a long time have wanted 
the privilege of converting non-partici- 
pating term plans to participating, dou- 
ble and triple protection policies to per- 
manent forms, and term insurance to 
life expectancy or double protection 
coverage. Individual consideration has 
been given in the past to such proposals. 
The Continental Assurance now is pre- 
paring to grant additional conversion 


privileges covering these points. 

He said a company requires both par 
and non-par forms to do a complete job 
and agents have a distinct advantage 
in being able to write either kind. In 
the past Continental never has per- 
mitted change from five, 10, 15 and 20 
year term policies or family security 
agreements to double protection or life 
expectancy, but this will be permitted 
under certain circumstances, as .will be 
conversion of double or triple protection 
to ordinary life or higher premium 
forms. 

H. A. Behrens, president, in his talk, 
presented elsewhere in this issue, pre- 
viously had stated the reason for the 
change to 3 percent non-par basis. He 
said in line with the general experience 
of companies in the low interest era, 
Continental Assurance interest earnings 
are 1% percent less than 10 years ago, 
thus there has been taken away in that 
period 1/3 of the earning power of the 
money invested, which compelled com- 
panies to reduce dividends or increase 
premium rates. 


Affects High Priced Forms 


He said the decreased interest earning 
had not had the same effect on all parts 
of life insurance. High priced policies 
have suffered most since they contain 
the greater investment element. 

Mr. Behrens explained the 3 percent 
non-par policies would have the same 
surrender values as the 3 percent par 
forms, this involving an increase over 
present values. He long has advocated 
non-participating life insurance, he said, 
but the par policy helps to assure finan- 
cial stability in selling higher priced 
forms. 
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New Tex. Commissioner at 
Houston Installation Dinner 


HOUSTON, TEX.—Promising to do 
everything possible to clean what he 
called racketeers out of the insurance 
field in Texas, O. P. Lockhart, chair- 
man of the Texas*insurance commis- 
sion, asked 250 leading insurance men 
of Houston to bear with him during his 
term of office, at the joint gridiron din- 
ner and inauguration banquet of the 
Houston Association of Life Underwrit- 
ers and the Houston General Agents & 
Managers Association. 

“My one policy is to follow the life 
insurance laws of Texas, and I'll stick 
to them, let the chips fall where they 
may,’ Commissioner Lockhart said. 

Other speakers were H. B. Wernette, 
Corpus Christi, president of the Texas 
Association; Jul B. Baumann, immedi- 
ate past president of the Texas associa- 
tion; Francis G. Bray, retiring president 
of the Houston General Agents & Man- 
agers Association and vice-president of 
the Texas association, and Jack Gran- 
tham, retiring president of the Houston 
association. Miles Abell was toastmas- 
ter and Joseph S. Smith, Aetna Life, 
directed a gridiron show which raked 
both groups over the coals. Wilbur 
Hebert was master of ceremonies. 





Shreveport, La.—Failure among life 
underwriters, particularly beginners, 
can be avoided in many instances by 
proper cooperation by the agency, E. F. 
White, Dallas general agent Connecticut 
Mutual Life, declared. ‘The reason for 
some of the many failures in the life 
insurance field is that an agency will 
hire a man and then forget him,” Mr. 
White said. 

J. A. Quillin, president, and B. W. 
Fane, secretary, will be delegates to the 
National association. 

Baton Rouge, La.—Ralph H. Hester, 
Jackson, Miss., district manager Pan- 
American Life and president of the Mis- 
sissippi association, spoke on “Plan Your 
Sales Presentation.” 

Jefferson City, Mo.—Otto Schultz, spe- 
cial agent of Equitable of Iowa under 
the H. A. Hedges agency of Kansas City, 
has. been elected president. 


Irwin to Speak at First 
Fall Meeting in Cleveland 


CLEVELAND—H. H. Irwin, edu- 
cational director Massachusetts Mutual 
Life, will address the first fall meeting 
of the Cleveland Life Underwriters 
Sept. 4 on “Twelve Sales Ideas—Any 
One of Which Will Sell a Policy.” 

A slogan just adopted indicates some 
of the educational work projected. It 
is: “A Strengthened Public Acceptance 
for the Agent Through a Stronger Ac- 
tive Association.” 

President C. E. Pejeau has named 
active groups within the association for 
many of the committees. Membership 
and attendance will be handled by the 
Cleveland Life Insurance Executives 
Club, with W. J. Schmidt as the co- 
operating director. Education and 
speakers’ speakers bureau work will be 
handled by the Cleveland C.L.U. chap- 
ter, with T. A. Card and R. D. Hudson 
as cooperating directors. Entertain- 
ment and special events will be handled 
by the supervisors group with Chris 
Davenport, Jr., as cooperating director. 





Floridans Maintain Fine 
Legislative Record 


For years one of the most effective in-| 
surance legislative organizations in the 
country has been that in Florida and in 
the legislative season just passed, the 
group wrote another successful chapter 
in its record. Not only did the insurance 
interests successfully oppose a number 
of inimical measures that appeared, but 
they saw enactment of a life agency 
qualification law that had been sought 
for many years. Chairman of the legis- 
lative committee of the Florida Life Un- 
derwriters Association for a number of 
years has been Le Roy Johnson, man- 
ager at Jacksonville for Sun Life of 
Canada. 

The principal battle of the season was 
that against a bill similar to the famous 
Robertson law of Texas which would 
have required life companies to invest at 
least 75 percent of their reserves on their 


Florida business in Florida securities. 
Rarely do the insurance interests in 
Florida summon outside aid in legisla- 
tive undertakings, but they did so in 
connection with this issue. They aroused 
the interest of prominent business men 
who entered objection to the measure 
and it did not receive committee ap- 
proval. 

The Florida insurance group makes a 
special effort to become acquainted with 
the members of the insurance commit- 
tees of the house and senate so as to 
acquaint them with some underlying con- 
ceptions. When an insurance bill is in- 
troduced the insurance legislative group 
makes available to each member of the 
senate and house committees a state- 
ment of its significance and effect and 
offers to give advice. 

No time is wasted on bills that have 
no chance of passing. 

Because of the reputation that the in- 
surance people have established in their 
legislative relations, they enjoy the con- 
fidence of the lawmakers and adminis- 
trators. In studying insurance bills com- 
mittee members and supervising officials 
have sought out the advice of insurance 
men. 





Lexington, Ky.— Arwood Henderson 
has been elected delegate to the Na- 
tional association meeting to take the 
place of A. L. Atchison, former national 
committeeman, recently called to army 
service as a captain in the quartermas- 
ter’s corps, stationed at Fort Knox. 

J. N. Wigginton, Sr., is the new presi- 
dent; M. J. Morgan, vice-president; Miss 
Mary Edwards, secretary; E. L. Measel, 
treasurer. 

A school for association members will 
be held again this fall. 

Oklahoma City— At the “kick-off” 
meeting Sept. 11, Roy Ray Roberts, gen- 
eral agent State Mutual, Los Angeles, 
and trustee of the National association, 
will speak on “Hitting the Mark.” 

South Duakota—About 50 attended a 
picnic at Lake Kampeska near Water- 
town. 

Evansville, Ind.—Robert L. Hill, gen- 
eral agent of Northwestern National, is 
the new president; P. L. Brown, Pruden- 
tial, is vice-president; Ben J. Lurie, 
Northwestern Mutual, secretary, and 
Karl Hahus, Equitable of Iowa, national 
committeeman. 








Appeal Lapsed Policy Suits 


The suits of Sol Andrews and others 
against 15 life insurance companies 
claiming a portion of surplus on lapsed 
policies has been appealed from the fed- 
eral district court in Chicago to the 
U. S. circuit court of appeals. The case 
is expected to be heard in the September 
term. Appeal followed dismissal of the 
plaintiffs suits by Federal Judge Igoe 
on the grounds that they fail to state 
cause of action. In the appeal 10 of the 
company defendants have combined their 
cases, and, represented by Eckert & Pe- 
terson, have filed briefs. The five other 
defendants are filing separate briefs, 

Contention of plaintiff is that since the 
companies accumulate a surplus from 
earnings, a part of this surplus should be 
credited to policies that have lapsed. 





Los Angeles Unit Had 
Big Year Under Belden 





HENRY E. BELDEN 


The Los Angeles Life Underwriters 
Association experienced an unusually 
successful year under retiring President 
Henry E. Belden, associate manager of 
Union Central. Mr. Belden possesses 
unusual talent in organization work. 

Membership when Mr. Belden took 
office stood at 380, which was slightly 
over the previous 11-year average. When 
he relinquished the gavel total member- 
ship had jumped to 603, an increase of 
more than 70 percent above the average 
figure. The present membership is at 
an all time high for memberships paid 
on the full annual basis. 


New Activities Introduced 


Among new activities inaugurated by 
Mr. Belden included the publication of a 
purely local association paper, the or- 
ganization of affiliate or branch associa- 
tions in cities near Los Angeles, the 
monthly publication of a revised men- 
bership list or roster, the establishment 
of the Los Angeles Life Underwriters & 
Trust Officers Council. 

In addition to these activities Mr. Bel- 
den addressed meetings of life under- 
writers associations in widely separated 
areas and under his leadership the treas- 
ury of the Los Angeles association 
showed marked improvement. The im- 
proved financial standing of the associa- 
tion was accomplished despite the fact 
that no money making activities were 
staged during the year. It was the pol- 
icy of the administration to do some- 
thing for the members rather than to at- 
tempt to make money from them. 


Agents Like Our 


LIFETIME INCREASING INCOME PLAN 


Four Unusually Attractive Features 
. Liberal first year commissions plus bonus sec- 


ond year 


commissions. 


2. Lifetime service commissions. 
3. Extra compensation for preferred business. 
4. Liberal Retirement Plan for permanent agents. 


Address Agency Inquiries to: 
M. ALLEN ANDERSON, Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY 
HOME OFFICE 


DALLAS 
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Union Central's Hazardous 
Occupation Booklet Issued 


The Union Central Life has put out 
the revised 1941 edition of the “Hazard- 
ous Occupation Rating Booklet.” It 
shows substantial reductions in rates for 
nearly 400 work classifications. For sev- 
eral months past a thorough review has 
been made by the Union Central of the 
yarious mortality studies on occupations 
which have been completed in the last 
few years. A study of the current prac- 
tices of other companies also was made. 
In this connection, it says: 

“The whole booklet has been com- 
pletely recast, with many new occupa- 
tions added and extensive cross-refer- 


ences. 
Reductions Are Made 


“Your checks of the ratings on many 
occupations will establish for you the 
sweeping changes incorporated in this 
new booklet. Reductions in rate, many 
of them very substantial, have been ef- 
fected in almost 400 job categories. Only 
about 35 occupations of the several hun- 
dred listed receive increased ratings. 

“These revisions mean that many im- 
portant industries which were virtually 
closed to Union Central men because of 
high ratings are now wide open. Leafing 
through the pages at random, we find 
rate reductions on many occupations in- 
volved in the national defense boom. In 
the electrical industry, for example, en- 
gineers, testers, power house superin- 
tendents and operators, are all accepted 
on a standard basis. Previously, these 
occupations were rated up from $2.50 to 
$7.50. 


Other Changes Made 


“Formerly the men in the glass in- 
dustry were rated up $5. According to 
the new figures, grinders will be ac- 
cepted on a standard basis, with a rat- 
ing of only $2.50 for engravers and mir- 
ror makers. In the lumber industry 
similar reductions have been made: civil 
engineers and surveyors are accepted 
on a standard basis, as compared with a 
$2.50 rating previously, while stationary 
engineers are accepted on a rate of $2.50, 
half of the former rating. In the past 
the company has declined pondmen, 
slipmen and boommen; they are now 
accepted on a rating of $5. 

“To agents located near oil industries, 
the new rulings on this job category 
should mean commission dollars. Drill- 
ers, tooldressers, blacksmiths, pump- 
men, pipe line men, pipe line inspectors, 
pumpers and repairmen, are now ac- 
cepted on a standard basis; the old rat- 
ing for these occupations was $2.50. 


Rubber Manufacture 


“Turning to rubber manufacture, con- 
Siderable rate reductions are found. 
Foremen of the cement making depart- 
ment are rated at $2.50, warming mill 
workers at the same figure, and mixing 
department workers at $4. Past ratings 
Were $5, $7.50 and $7.50 respectively. 

Similar rate reductions obtain for 
such industries as paper and pulp manu- 
facture, railroads, mining, canning, dye 
manufacture, rolling and drawing mills, 
textiles, welding, and a host of others. 
With employment of non-agricultural 
workers now standing at a peak of over 
38,000,000, it will be well worthwhile for 
men with the rate book to review thor- 
oughly the new hazardous occupation 
fatings to obtain business in new fields 
in their communities. Check the occu- 
Pational listings against the industries 
in your town. 


Endowment Ratings 


. ‘In addition to the reductions in rat- 
Ings, you will find that this booklet 
Tings One or two new features in the 
company's occupational practice. Rat- 
mgs applicable to endowments for 20 
years or less, or retirement annuities 
where the cash value equals the face 
amount in 20 years or less, are reduced 





as shown in the booklet’s introduction. 
For example, where the rate quoted in 
the booklet is $5, the rate applying for 
a 20-year endowment would be $4. 

“Not only do the new ratings bring 
a greater opportunity for individual sales 
to Union Central men, but also increase 
substantially your prospects in the sal- 
ary savings field. Under the company’s 
former practices, most hazardous groups 
included a number of occupations which 
were either declined or rated quite 
heavily. New ratings now cover a much 
wider field of occupations, at much 
lower rates.” 

The Union Central makes it plain that 
the ratings are not retroactive. 





Natl. Protective Steps Into 
Mo. Burial Cover Field 


KANSAS CITY—National Protec- 
tive, which does a large volume of busi- 
ness by mail on 1-cent a day and other 
inexpensive policy forms, has stepped 
into the burial association situation in 
Missouri. The company is writing new 
business providing “funeral benefit” pro- 
tection and rewriting coverage on exist- 
ing business of several of the associa- 
tions. 

The Missouri supreme curt last De- 
cember pronounced unconstitutional the 
statute under which burial associations 
were organized and operated. The court 
gave the associations an extension of 
time, however, to permit the legislature 
to pass new laws, whch it failed to do. 
This means that county attorneys 
throughout the state or the attorney- 
general can now proceed with ouster 
suits against the associations unless they 
reorganize under the statutes governing 
life companies. 

National Protective is licensed in Mis- 
souri and does business in that state 
through an agency plant. 

In the case of many of the burial asso- 
ciations, the primary purpose was to 
provide some form of coverage that 
would pay for funeral expenses. Funeral 
directors were back of, the associations 
in some cases, and National Protective 
is working to some extent through them. 

The company has written about 21,000 
lives as a result of the situation. Aver- 
age insurance on this business is running 
about $200, which means that the com- 
pany has placed on the books some 
$4,000,000 of business as a result of this 
effort. Rates per $100 of insurance for 
the age group 30-34 is $2.48 per year. 





Canada Superintendents to 
Meet in Toronto Sept. 15-18 


TORONTO—tThe Association of Su- 
perintendents of Insurance of the Prov- 
inces of Canada will hold its annual con- 
ference at the Royal York Hotel here 
Sept. 15-18. Last year it was decided 
not to fix definitely the date or place of 
the 1941 meeting, but after thorough 
consideration it has been decided to hold 
the usual open conference. 

The report of the committee on acci- 
dent and sickness legislation, McNairn, 
Ontario, chairman, will include further 
submissions in respect to group acci- 
dent insurance and hospital associations. 

On licensing and regulation of agents, 
MacLatchey, New Brunswick, chair- 
man, there will be further submissions 
respecting (1) the so-called life insur- 
ance company agreements; (2) basic 
uniform principles recommended to be 
followed by the superintendents for the 
licensing and regulation of other than 
life agents, and (3) statistics of agents 
licensed by various provinces. 





Pacific Mut. Gen. Agents Elect 


The Pacific Mutual Agency Associa- 
tion, general agents organization of the 


CALLED TO SERVICE 


Lieut. C. H. Hamner, a graduate of 
the Agricultural & Mechanical College 
of Texas, one of the four Texas stu- 
dents selected as outstanding students 
in Texas colleges in 1940, has been 
called into active military service at 
Camp Bowie. He had completed a year 
of training in the home office of the 
Connecticut Mutual Life and was with 
the G. A. Helland agency of San An- 
tonio as service manager. 

Robert L. Woods, assistant general 
agent in the John W. Yates agency of 
the Massachusets Mutual Life, Los An- 
geles, has been ordered to report Aug. 
21 for a year’s duty as first lieutenant 
of infantry. He has not been notified 
where he will be stationed. 











Pacific Mutual Life, has elected these 
officers: President, Day, Okla- 
homa City; vice-president, G. C. Janney, 
San Diego, Cal.; secretary-treasurer, FE. 
A. Ellis, Portland, Ore.; executive com- 
mittee: E, W. Albachten, Detroit; Jul 
B. Baumann, Houston, Tex.; H. Ken- 
neth Cassidy, San Francisco; Hazen 
Exeter, Salt Lake City; R. N. Rafferty, 
St. Louis, and John L. Watts, Chicago. 





New Hedges Campaign Folder 


The commitee that is working for the 
nomination and election of Herbert A. 
Hedges of Kansas City as secretary of 
the National Association of Life Un- 
derwriters has now sent out a new cam- 
paign folder. J. F. Trotter, manager 
of Mutual Life in Kansas City, chair- 
man of the committee, states that 75 
associations have already endorsed Mr. 
Hedges. These associations have a 
membership of about 9,000. Also, 500 
individuals have sent in personal en- 
dorsements. He states that there has 
been almost unanimous support for Mr. 
Hedges from the east and west north 
central districts. The new folder in- 
cludes a large size map of the United 
States with red dots indicating the cities 
in which associations have voted en- 
dorsement of Mr. Hedges. Then, by 
states, there is listed the associations 


that have endorsed Mr. Hedges and the 
names of those who have signed en- 
dorsement cards are given. 

There is also included a resume of 
Mr. Hedges’ achievements. 











. .. A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 
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ALFRED MacARTHUR, PRESIDENT 
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NEW YORK 


NATIONAL DEFENSE EXPOSITION 


F. H. Ecker, chairman of Metropoli- 
tan Life; Thomas I. Parkinson, presi- 
dent of Equitable Society, and Arthur 
Snyder, treasurer Alfred M. Best Com- 
pany, are members of the general advis- 
ory committee for the civilian and na- 
tional defense exposition which is to be 
staged in Grand Central Palace, New 
York, Sept. 20-Oct. 18. 


Ss. B. L. I. FORUM AUG. 19 


The Savings Banks Insurance Forum 
of the New York area will hold its reg- 
ular monthly meeting Aug. 19, at the 
Dime Savings Bank, 9 DeKalb avenue, 
Brooklyn, at 4 p. m. There will be a 
round table discussion of current 
problems. 








EINSTEIN & SALINGER RECORD 


The Einstein & Salinger agency of 
Mutual Benefit in New York at the end 
of July had surpassed its total volume 
of new life sales for 1940 to set the 
pace for the company’s four New York 
City agencies which are showing com- 
bined production increases of 75 per- 
cent for July and 15.9 percent for the 
first seven months. 


INDUSTRIAL 


Committees of Industrial 
Insurers Conference Named 


President H. T. Dobbs of the Indus- 
trial Insurers Conference has named his 
committees. Chairmen are: Attendance 
—W. B. Clement, Pilot Life; auditing, 
H. B. Belvin, Home Security; creden- 
tials, A. A. Biggio, Liberty National 
Life; golf, George Spring, Industrial 
Life & Health; grievance, W. H. Neely, 
Standard Life; laws, N. Lukins, 
Washington National; membership, C. 
H. Taylor, Home Friendly; program, 
George R. Kendall, Washington Na- 
tional; public relations, E. H. Speckman, 
Kentucky Central Life & Accident; re- 
ception, C. F. Jordan, Union of Little 
Rock; resolutions, Bascom Baynes, 
Home Security; good of the conference, 
J. R. Leal, Interstate Life & Accident; 
advisory board, C. A. Craig, National 
Life & Accident. 














The summer “bonus vacation” con- 
vention of the Gate City Life was held 
at Myrtle Beach, S. C. About 150 rep- 
resentatives of the company and their 
ladies were present. 








Remove R. I. Department 
Head from Civil Service 


PROVIDENCE — Uncertainty has 
arisen in the Rhode Island insurance 
department over recent action of the 
governor in removing the commissioner 
and some 14 other state officials from 
the protection of the civil service. H. 
N. Morin, with title of deputy insurance 
commissioner, is head of the insurance 
department under W. J. Paquim, director 
of business regulation and administra- 
tor of banking and insurance. He was 
appointed to the post under Governor 
Vanderbilt, Republican. The present ad- 
ministration is Democratic. Governor 
McGrath, in taking action, said he felt 
that the principal offices of the state 
should be controlled by incoming ad- 
ministrations but did not mean neces- 
sarily that changes would be made im- 
mediately. 





Groover with Atlanta Company 


CL. Groover has~now assumed his 
new duties as vice-president of Family- 


Fund Life-of Atlanta. For the past 15 


years he has been connected with the 
life insurance business, having served 
as agent, superintendent and agency 
manager and for the past five years 
had done home office work as industrial 
underwriter. Mr. Groover was a char- 
ter member of the Institute of Home 
Office Underwriters and served as a 
member of its executive committee and 
presided twice as chairman of the in- 
dustrial section. He was formerly with 
Life & Casualty of Tenneseee. 





Harrold Agency Has Outing 


More than 100 agents of Lincoln Na- 
tional Life attended the annual family 
picnic of the V. J. Harrold agency of 
Fort Wayne, at Lake Wawasee, Ind. 
baseball game between the Fort Wayne 
salesmen and those from outlying coun- 
ties was one of the features. A _ golf 
tournament was supplemented by other 
contests. In the morning a short busi- 
ness session was held. 





Bankers National Aids Defense 


Bankers National Life has made avail- 
able to employes a system of salary 
deduction for the purchase of series E 
United States savings bonds. The em- 
ploye may arrange to have a portion of 
his salary allocated each pay day for 
the purchase of a $25 bond. Whenever 
the amount accumulated to his credit is 
$18.75, Bankers National will purchase 
and deliver to him a $25 bond. 


License Forest Lawn Life 


SAN FRANCISCO—A license has 
been issued to Forest Lawn Life of 
Glendale, writing life only. Capital is 
$200,000. J. H. Eaton is president, 
Harold Morrison, vice-president, Fred 
E. Llewellyn, secretary. 








H. J. Farrell Joins “Field” 


Hugh J. Farrell, well known in insur- 
ance circles throughout the southwest, 
has joined the “Insurance Field” as 
southwestern special _ representative. 
With headquarters in Dallas, he will 
have editorial and business supervision 
over Oklahoma, Arkansas, Louisiana, 
and Texas. 

Mr. Farrell was educated at Notre 
Dame University and Albany law 
school. He went with Hooper Holmes 
Bureau as inspector, and became man- 
ager at Rochester, N. Y., where he 
remained for seven years, later spend- 
ing five years as special representative 
of that organization in Texas. 

For the next five years Mr. Farrell 
was chief investigator for the life in- 
surance department of Texas, a_posi- 
tion he resigned to open the South- 
western territory for O’Hanlon Re- 
ports. 





Warns of Three Ill. Companies 


Commissioner Taggart of Pennsyl- 
vania states that he has received a large 





Something New 
IN LIFE INSURANCE 


A Pure Protection . .. ordinary or 
whole life policy without cash values 
in aE 
Our limited pay policies permit 
the withdrawal of cash values 
Without cancelling policy 
congintee 
Without note, interest or reducing policy 


Many other new features 
that appeal to thinking people 


Commissions that will interest any 
Previous experience not essential 


Welusleseclict ateo ade 


Bi Com latie recto lercoe Qroyeeley-leh 
TEN EAST PEARSON STREET, CHICAGO 





Uses Proverbs 








CHARLES SMRHA 


Charles Smrha, former director of the 
Nebraska insurance department, has es- 
tablished the Insurance Production 
Service at 1024 M Street, Lincoln Neb. 
During his term in office Mr. Smrha 
stated that he was impressed forcibly 
with the need of masterful dealing with 
the subject of insurance which would 
arrest the attention of the public. Un- 
necessary loss and waste, he declared, 
attends the production and _ reproduc- 
tion of insurance service. Insurance 
proverbs have been designed to meet 
the need for arousing the public. 
These proverbs are aimed at the pub- 
lic. The peculiar merit claimed for 
them is that they will be read and will 
induce thinking. They are not offered 
as a final solution but as a valuable 
supplement to any other medium now in 
use, according to Mr. Smrha. 

One of Mr. Smrha’s own proverbs 
that he coined is: “Guide the thinking 
of the people and you will have deter- 
mined their destiny.” The price of the 
first thousand is $5.75. They are to be 
used in outgoing mail, in letters de- 
signed for production, premium notices, 
lapse notices, etc. 








number of inquiries regarding three IIli- 
nois companies that are soliciting by 
mail, they being Bankers Life &, Cas- 
ualty and Westminster Life of Chicago 
and Pioneer Life of Rockford. He stated 
that none of these companies is licensed 
in the state and that Pennsylvanians 
cannot make use of state courts to en- 
force the terms of policies of unauthor- 
ized companies. 





Big Month for Zimmerman 


The C. J. Zimmerman agency at Chi- 
cago for Connecticut Mutual had the 


ii Title Insurance 
Companies 


























largest month in its history in July oy 
the basis of new paid-for business 
There was a 10 percent increase oye; 
the same month a year ago. 

The agency staged a fourth annivers. 
ary campaign throughout June an 
July, which was climaxed by an oy. 
ing at the Inverness Country Clyb, 
Winners in the campaign are to be the 
guests of Mr. Zimmerman at the Al. 
Star College football game Aug, 2g jp 
Chicago. 

For the seven months of the year, th. 
agency ranks second in the company. 
In six of the seven months it ha 
shown increases. It has had 46 pli 
months out of 49 since Mr. Zimmer. 
man took over the office in 1937, 


N. J. Savings Bank Bill Beaten 


A savings bank life insurance bill, 
patterned after the New York statute 
was defeated in the New Jersey legisla. 
ture, largely through the efforts of life 
insurance interests. 








Offers Protection to Housewives 


The Security Mutual Life of Bing. 
hamton, N. Y., is now extending acc- 
dent and health protection to house- 
wives through a new rider form under 
which they may be covered for monthly 
accident indemnity, monthly sickness in- 
demnity and accidental death. A hos- 
pital rider form to provide benefits »w & 
to $100 a month also is offered. 





Kenneth Fitch, ace producer with the 
Wichita office of New York Life, has 
been named president of the Wichita 
Community Chest, replacing Riley G. 
Cunningham, Metropolitan manager, 
who resigned upon his transfer to Se 
dalia, Mo. Mr. Fitch was campaign 
manager last year and is succeeded in 
that position this year by Clayton 
Mammell, home office general agent oj 
Farmers & Bankers. 


Ohio State Life—Paid-for insurance 
in July was 14.5 percent over that in 
July, 1940. Renewal premiums in July 
were the highest in history, being 84 
percent greater than for the corre- 
sponding month last year. 
toward retirement income endowments 
and family income policies has resulted F 
in an increase in first year premiums of 
56.9 percent over July, 1940. 
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LEGAL RESERVE FRATERNALS 





NF.C. Legislative 
Work Proves Heavy 


Legislative activities of the National 
Fraternal Congress involving 43 regular 
sessions of legislatures and three special 
sessions in addition to Congress, are 
winding up. This has been the most 
active year of the N. F. C. legislative 
bureau in its history. 

There were 363 bills affecting fra- 
ternals that were digested, of which 133 
applied directly to the societies, accord- 
ing to Foster F. Farrell, executive sec- 
retary-manager. Complete copies of 
these 133 bills, with all amendments, 
were distributed to member societies. In 
addition the semi-monthly “Legislative 
Bulletin’ presented any action taken on 
the bills. 

The N. F. C. office, which, in addition 
to Mr. Farrell, employs only Miss Helen 
Bauer and Miss Lucille Jankow, his as- 
sistants, was nearly swamped through- 
out the legislative season by the mimeo- 
graph work. 


Service Proves Invaluable 


Fraternal leaders feel the broad cov- 
erage and prompt information service 
given by the bureau in recent years un- 
der Mr. Farrell’s direction have been in- 
valuable in permitting the leaders in 
many states to hold in check the efforts 
to tax fraternals and curtail their proper 
activities as authoried by law. 

Sectional committees for the annual 
convention at San Francisco in Septem- 
ber were announced this week by Alex. 
O. Benz, president. Mr. Benz, head of 
Aid Association for Lutherans, Apple- 
ton, Wis., was in Chicago conferring 
with Mr. Farrell. 

The chairmen are: Credentials, Mrs. 
Minnie Hiner, head of Neighbors of 
Woodcraft; constitution and rules, F. P. 
Matthews, chief of Knights of Columbus 
and N. F. C. executive committeeman; 
resolutions, R. H. Matthias, Lutheran 
Brotherhood; auditing, Thomas R. 
Heaney, vice-chief ranger, Catholic Or- 
der of Foresters; distribution, Norton 
J. Williams, president Equitable Re- 
serve, Neenah, Wis.; publicity, W. D. 
Riley, director of publicity, Maccabees, 
Detroit. 





Lutheran Mutual Loses 
Tax Refund Case 


Claim for refund of $5,833 paid the 
State of Wisconsin in 2 percent pre- 
mium tax was denied by Circuit Judge 
Reis of Dane county, Wis., on the pe- 
tition of Lutheran Mutual Life. The 
company argued it should not have been 
required to pay the fee on premiums 
collected on fraternal business. The so- 
ciety operated under the name Lutheran 
Mutual Aid until 1938, when it changed 
to a mutual company. 

The court upheld the Wisconsin de- 
partment. The company was not re- 
quired to pay the fee while operating as 
a fraternal, but after its change Jan. 1, 
1938, the department demanded the fee 
based not only on premiums from legal 
reserve policies, but also on payments 
pong fraternal benefit certificates in the 

e, 

Lutheran Mutual paid $2,574 for the 

Tst year and $3,259 for the second year 
under protest, arguing it no longer con- 
ducted a fraternal business in Wiscon- 
Sin but was merely collecting premiums 
or payments on fraternal certificates pre- 
Viously put in force. . The court held 
there was no adequate proof the certi- 
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ficates ever were exempt from the Wis- 
consin insurance statute which base fra- 
ternals on a lodge system or ritualistic 
ceremonies which the evidence did not 
show existed in this case. Judge Reis 
ruled the assessment was a tax on the 
privilege of doing business and the 
source of income was irrelevant. 





Important A.O.U.W. 
Decision by Texas Court 


The Texas court of civil appeals at 
Beaumont, in Kemper, Exr. vs. Supreme 
Lodge A. O. U. W., held that regard- 
less of the insured’s agreement to be 
bound by subsequent rules and regula- 
tions, the fraternal had no authority to 
reduce the face value of the policy by 
the levy of an assessment lien and that 
such conduct amounted to a breach of 
contract. The action to recover the 
premium paid was ruled to be based on 
an implied promise, subject to a two- 
year statute of limitations and therefore 
barred. 

The A. O. U. W. issued certificates 
which provided that the assured agreed 
to be bound by any laws or regulations 
thereafter adopted. In order to prevent 
its insolvency, and by order of the Texas 
insurance department, the A. O. U. W 
made assessments against all policies, to 
be accrued by liens. The insured in this 
case was notified of the assessment 
Sept. 9, 1936. Through his attorney he 
wrote to the society, stating he elected 
to treat as a repudiation the society’s re- 
fusal to comply with his contract by the 
affixation of the assessment lien, which 
reduced the amount of the policy. He 
demanded all payments made by him on 
the policy be returned. Subsequently, in 
December, 1938, an action was instituted 
to recover all premiums paid on the con- 
tract, or, as an alternative, damage for 
breach of contract. 

The court acknowledged the frater- 
nal’s right to increase the amount of as- 
sessment on the insured’s contract so 
that when the insured refused to accept 
the assessment against the policy, the 
fraternal would have been within its 
rights if it had increased the monthly 
payments. Since the insured was en- 
titled to damages for the breach of his 
contract by assessment of the lien, the 
court reversed the lower court judgment 
in favor of plaintiff and remanded the 
case for determination of the amount of 
damages to which the plaintiff was en- 
titled, taking into consideration the 
amount of increased monthly payments 
insured could have been required to 
make. 





Issues Hospitalization Rider 


Fidelity Life of Fulton, Ill, has 
brought out a hospital expense supple- 
ment to its life contract. It is available 
to healthy men and women ages 1514-60 
under three plans with premium rates 
ranging from $6 to $12 annually. It 
covers hospitalization resulting from in- 
juries incurred while the supplement is 
in force or disease originating after the 
supplement has been in effect more than 
30 days. 


N. J. Congress Set for Oct. 18 


The annual sessions of the New Jer- 
sey Fraternal Congress will be held at 
the Hotel Chelsea, Atlantic City, Oct. 
18. The sessions will begin at 10 a. m. 
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SECURITY + PROTECTION - GOOD FELLOWSHIP 


‘A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 


and a banquet will be held in the eve- 
ning. 

A meeting of the executive committee 
will be held Aug. 19, in Jersey City, 
when arrangements will be made for this 
convention. 

The officers of the congress are: 
Alexander Sudnik, Jr., Association Sons 
of Poland, president; Oscar A. Kottler, 
Artisans Order of Mutual Protection, 
first vice-president; Mrs. Helen E. 
Wold, Royal Neighbors, second vice- 
president; H. Bruce Meixel, Ben Hur 
Life, secretary. 





Name Blom at Eau Claire, Wis. 


Erling Blom, formerly of Green Bay, 
Wis., has been appointed general agent 
of Lutheran Brotherhood in Eau Claire, 
Wis., in charge of eight counties. His 
office is in 419 Lincoln avenue. Mr. 
Blom has been with the society for 19 
years, for the past 11 in eastern Wiscon- 
sin and Upper Michigan. 





General Agents Conference 


Aid Association for Lutherans, Ap- 
pleton, Wis., conducted a_ successful 
general agents’ sales conference in 
Appleton, with general agents from all 
parts of the United States and Canada 
in attendance. 

President Alex. O. Benz presided at 
all sessions, which were educational 
and instructive. Vice-president Otto C. 
Rentner, Secretary LeRoy G. Stohl- 
man, and Treasurer W. H. Zuehlke as- 
sisted in making the program outstand- 


ing. 
Papers were presented by H. F. 
Friedrichs, Poepp, R. W. 


Schultz, E. C. Jacobs, and R. Roy 


Peck. 





Mrs. Rose Barth, for 12 years trus- 
tee of Women’s Catholic Order of For- 
esters and high chief ranger of St. 
Francis court of the society in Chicago 
for 35 years, died at the age of 75. 








Seek to Woo Insurance 
Savings & Loan Investments 


M. N. Nessen, president of Quaker 
City Federal Savings & Loan Associa- 
tion of Philadelphia, has launched a 
campaign to induce wider investment 
by life companies in insured certificates 
of federal savings and loan associations. 
He states that a number of companies, 
particularly in the middle west are 
already investing substantial sums in 
these associations. With the number 
of such associations that there are in 
existence today, any one life company 
can invest more than $5,000,000 in 
their certificates with the entire prin- 
cipal insured by the Federal Savings & 
Loan Insurance Corporation. The net 
return on these certificates averages 
about 3% percent, according to Mr. 
Nessen. 

To facilitate large investments by 
life companies, according to Mr. Nes- 
sen, arrangements will be made where- 







by a group of federal associations will 
handle substantial investments as one 
transaction, selecting associations in 
which to apportion the investor’s funds. 

Harry A. Pierce, head of the Franklin 
Life agency at Jacksonville, Fla., and 
top individual producer in July, paid a 
visit to the home office in Springfield, 
Ill. Mr. and Mrs. Pierce were en route 
to the Pacific Coast, where they ex- 
pected to spend some time before re- 
turning to Jacksonville. 





Pilot Life—During July, the thirty- 
eighth anniversary month, production 
exceeded $2,400,000, which was one of 
the largest volumes of business in his- 
tory. Twenty-two qualified for the an- 
niversary club, which required $38,000 
or more of business. The leading 
agency wrote $349,500. Through July 
insurance in force has gained $7,275,274 
and stands at $153,917,321. 
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Woodmen of the 
World Life Insur- 
ance Society is one 
of America’s oldest 
fraternal life insur- 
ance societies—and 
the world’s strong- 
est, financially. 
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=TWOFOLD SERVICE BRINGS PROGRESS—— 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1941, show- 
ing: Membership, 506,357; camps, 6,086; insurance in force, $361,203,384; 
admitted assets, $77,671,813, and claims paid, $112,434,837. 

This progress is attributable to the Society’s principle of twofold 


service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 46 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 


This principle was firmly im- 


ROCK ISLAND, ILL. 
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Club’s Production 
Breaks Records 





(CONTINUED FROM PAGE 4) 


plus was $46,000. The total cost of or- 
ganization was the incorporation fee 
totaling $47.60. He paid respects to 
the late H. G. B. Alexander, the 
founder and policyholder No. 1. 

At the end of the first year there 
were 68 policies in force, totaling $97,- 
000. A _ significant step, Mr. Adams 
said, was the acquisition of Mr. 
Behrens as vice-president in 1912. Mr. 
Adams commented on the president’s 
unfailing wisdom, energy and high char- 
acter. The company wrote $1,500,000 
in 1915. It passed the $100,000,000 
mark in force in 1927, in which year it 
also organized its group department. 

H. C. Reeder, vice-president and ac- 
tuary, told of the policy rate changes 
due Nov. 1. The details are given in 
the “Policies Department” in this issue. 

Mr. Reeder was attending his first 
1-2-0 convention, having gone with the 
company only five months ago. He 
summarized his reasons for joining Con- 
tinental Assurance, which he did only 
after a thorough check of the company’s 
record and standing in which he dis- 
covered it had gone forward in every 
year. In the last 10 years it almost 
doubled its business in force, he said, 
whereas the average for all companies 
over the same period was an increase 
of less than 10 percent. He noted it 
had $112.42 assets per $100 of liabili- 
ties as against the average life com- 
pany’s approximately $105. 


New Club Members Introduced 


There followed showing of a U. S. 
secret service sound movie dealing with 
currency and counterfeits. Then Mr. 
Simms introduced new club officers and 
members. President Johnson of the 
2-5-0 club spoke briefly, saying he was 
not proud of his designation as a mil- 
lion dollar producer. He said a doctor 
does not brag about being a member of 
the “1,000 Appendectomies Club” or a 
lawyer of the “1,000 Verdicts Club.” 

This has been by far the most suc- 
cessful agents’ club year in the com- 
pany’s history, W. E. White, vice- 
president and director of agencies, 
stated in his talk, with 35 qualifying in 
the 2-5-0 club for the Sun Valley trip. 
In 1940, the company had the largest 
increase of insurance in force—$21,- 
770,973—in its history, completing an 
unbroken chain of such _ increases 
throughout its 30 years. In the seven 
months this year, insurance in force has 
increased $13,647,433, the total at the 
end of July being $288,090,117. 

Vice-president White said in the 
seven months this year, 22 agents al- 
ready have qualified for the “Plus 
Corps” with 13 making it in the mini- 
mum of six months. These men already 
have paid for more new life business 
than they did in all 1940. In the “Plus 
Agency Corps” seven agencies have 
qualified, four in the minimum of six 
months. 


Conduct Progress Contest 


Continental Assurance is conducting 
this year a “Pioneers of Progress” 
campaign, a monthly contest to run 
throughout 1941, calling for individual 
increased production over the same 
month last year. Each agent who quali- 
fies wins a box of candy. About two 
tons of candy has been distributed to 
plus producers with an average of 
about 258 agents exceeding their record 
each month. Cash prizes also were 
awarded in this contest. 

Mr. White said quality business is 
not being overlooked. This and con- 
servation resulted in $1,389,470 less or- 
dinary business going off the books in 
July than in July of last year. Better 


selling and servicing jobs are being 
done. 

Mr. White commented on the nonpar 
premium rate changes due Nov. 1. The 


greatest differential between new and 
old non-par rates will come on higher 
premium forms and the least on low 
premium policies. Mr. White expects 
the change will stimulate sale of par- 
ticipating business, as no changes will 
be made in par rates. He felt all the 
higher premium business rightfully 
should go into the participating depart- 
ment. 


White Discusses Rates 


As the margin between non-par and 
par rates reduces, the advantage to the 
assured in the non-par forms increases 
likewise as the amount necessary in 
dividends to offset the premium differ- 
ence becomes smaller. However, if the 
interest situation should improve the 
par policyholder will benefit by in- 
creased dividends whereas the non-par 
policyholder who purchased at higher 
rates could receive no relief. 

The participating department was in- 
itiated four years and there is approxi- 
mately $10,000,000 of business of this 
type on the books. 

Mr. White felt the mixed, or par and 
non-par companies will be in the 
strongest position competitively in the 
future. Policies primarily for protec- 
tion are not materially affected by in- 
terest trends and may best be purchased 
on the non-par form. A consideration 
for such purchase usually is low initial 
premiums. 


Feels Conditions Are Good 


Business is good and is getting bet- 
ter all the time, he concluded. The 
economic situation affecting production 
of life insurance is most favorable. 
There is practically no unemployment, 
wages are increased, average income of 
the individual is higher. National in- 
come for the first half of this year ex- 
ceeded that of any other year except 
1929, and for the full year 1941 proba- 
bly will be greater than 1929. 

Dr. H Dingman, vice-president 
and medical director, reminisced, men- 
tioning that the relationship between 
home office and field man has been 
close and personal throughout the com- 
pany’s history. 

Dr. Dingman said the company is- 
sued its first $100,000 policy in 1924, 
and it was questionable whether there 
was any company of its age and size in 
this country that handled so many large 
applications. He commented in closing 
that Senior Officers Behrens, M. P. 
Cornelius and Tuchbreiter were with 
the company at the time of world war I 
and have had experience in facing war 
time problems which may have to be 
faced again in the near future. Mr. 
Behrens was assistant director of the 
war risk bureau. Mr. Cornelius is vice- 
president, and also president of Conti- 
nental Casualty. 


Chapman on Program 


Afternoons were given over to recrea- 
tion. In the Tuesday morning session 
P. C. Belber, agency supervisor East- 
ern seaboard department, New York, 
spoke on “Finding the Holes;” D. A. 
DeLong, manager life, accident and 
health department, R. B. Jones & Sons, 
Kansas City, on “Using Social Secur-. 
ity;’ L. W. S. Chapman, Sales Re- 
search Bureau, on “The Pay-off Is On 
Skill;” Dwight Johnson presented 
“Tdeas;” C. T. Cravens, educational di- 
rector, gave “Tips and Topics,” and 
Vice-president White spoke on “Look- 
ing Ahead.” A cocktail hour late in 
the afternoon preceded dinner and en- 
tertainment. 

Mr. Cravens talked again Wednesday 
morning on “Our Shifting Market,” at 
a conference of general agents, manag- 
ers and supervisors, and Vice-president 
White spoke on “Incentives Do Pro- 
duce.” The general agents and manag- 
ers meeting followed. 

A feature of the session was rendi- 
tions by the Continental Assurance 
home office chorus of 20 voices directed 
by Dr. R. A. Smith, dean of the school 
of music, Central Y.M.C.A., Chicago, 
with R. A. Wood, accompanist. This 
chorus was formed 1% years ago and 
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rehearses an hour each week. It is un- 
usually melodious and well trained. 

President Behrens made a_ special 
trip from his island estate in San Fran- 
cisco Bay to attend the meeting for the 
first time in five years. 

A slogan of the year’s production 
was “Grow and Go with Continental.” 

General Agent Adams of Washington 
was accompanied by his son, a Prince- 
ton graduate and 1-2-0 Club qualifier. 
Mr. Simms said that this was the first 
time a father and son ever had qualified 
for the same convention. 





People in Insurance Work 
and Their Income 


THE NATIONAL UNDERWRITER has re- 
ceived an inquiry from a subscriber re- 
garding the number of people employed 
in the insurance industry and their in- 
come. 

The best statistics available on the 
number of persons in the insurance 
business are in Chapter 1 of “General 
Insurance” by J. H. Magee. Dr. Magee, 
in addition to being a professor of in- 
surance, is also in charge of social se- 
curity administration for the state of 
Maine and hence presumably should be 
well informed on employment condi- 
tions. ® 

Dr. Magee states that the number of 
persons dependent entirely or partially 
upon the insurance business for their 
livelihood is about 3,600,000. The 
number actually employed is about 1,- 
250,000, of which 780,000 are assumed 
to be heads of families. He also states 
that, exclusive of agents and their em- 
ployes, theré are 251,350 office employes 
in the insurance field. In the fire in- 
surance field, there are 163,000 licensed 
agents, and 64,000 licensed brokers, who 
employ in their offices more than 580,- 
000 persons. Life insurance companies 
had 86,000 office employes and 320,000 
licensed agents. 

r. Magee also cites the United 
States Department of Commerce as his 
authority for the statement that the 
total compensation paid to officers, em- 
ployes and agents in the i----rance field 
in a single year is $1,120,871,000, di- 
vided into salaries of employes,. other 
than life companies, $193,673,000, com- 
pensation of agents other than life, 
$409,679,000, salaries of officers and em- 
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Commonwealth Life—New paid busi- 
ness the first six months was $16,117,- 
983, compared with $15,393,763 last year, 
an increase of $724,220. Insurance in 
force the first six months of this year in- 
creased $6,092,745, compared with an 
increase in the like period of 1940 of 
$3,854,361. 

Equitable Life of Iowa—The largest 
July volume of paid business since 1935 
was recorded last month. Production 
was $4,622,310 of life insurance and 
annuities during that period, a gain over 
July, 1940, of $812,661 or 21.3 percent, 
and increasing the gain in new paid busi- 
ness for the year to date to $3,142,047 
or 10.7 percent. Insurance in force 
now totals more than $606,775,000, rep- 
resenting a gain of $8,894,000 for the 
first seven months, of which $1,455,000 
was accounted for in July. 


Franklin Life—July business exceeded 
that of any comparable month in the 
past 16 years. New business amounted 
to $3,095,517, which exceeded the pro- 
duction in July, 1940 by 140 percent. 
Issued business totalled $2,903,158. July 
was the sixth consecutive month to ex- 
ceed a comparable period of last year. 

Ledger assets increased $320,959 in 
July, which is 300 percent greater than 
the growth for the same month last 
year. During the first seven months, 
ledger assets showed a gain of $1,632, 
642, which is $733,711 greater than for 
the first seven months of 1940. 








ployes of life companies, $118,702,000, 
Salaries and expenses of life agents, 
$146,274,000 and commissions of life 
agents, $252,543,000. 





Joseph B. Roberts, who was formerly 
manager at Milwaukee for Travelers, 
and who has been active as an insu!- 
ance counsellor through the east afl 
middle west, died at Grace Hospital, 
Detroit following a short illness. 





James M. Clark agency John Hancock: 
Peoria, Ill—Paid business for the first 
seven months was $71,590 larger that 
total business in 12 months of 1940, the 
agency’s largest year. In addition there 
was $221,000 of business carried over 
August, 
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Questions and Answers 


fom the Woods Agency Forum 


At the educational conference of the 
Edward A. Woods agency of the Equit- 
able Society at Pittsburgh a quiz pro- 
gram was originated and conducted by 
Assistant Manager W. J. Cummins. 
Members of the agency were invited to 
submit to questions and objections most 
frequently propounded by prospects at 
this time. From the 200 questions sub- 
mitted 28 were selected by Mr. Cum- 
mins. Some of the leading questions 
and answers were as follows: 

In what lines of business or in what 
professions do you find the most likely 
prospects today? ; 

L. A. Spencer: I do not think that 
question can be answered by specifying 
any particular line of business. In my 
town, of course, we are in the steel busi- 
ness, but I have never been able to spe- 
cialize in any particular line of business 
or profession. 

M. J. Donnelly: In June I wrote 19 
cases, 12 of which were under binder: 
Four men in the wholesale and retail 
grocery business, the wife of one of the 
partners, one man in the wholesale meat 
business, two men in the wholesale meat 
and grocery business, two men employed 
in offices of steel companies, one man, 
a clerk, in the office of a bronze com- 
pany, one man who owned a bakery 
shop, one man employed as delivery man 
for the bakery shop, two pharmacists 
and the wife of one of these men, one 
clothing salesman, one woman—house- 
wife, one boy age 10—student. 

L. A. Spencer: That certainly is a 
marvelous record. The question is in 
what line or profession do you find your 
best prospects. Now I could not match 
that record of Donnelly’s, but there are 
the same lines of people in my com- 
munity. I would like to make the point 
that you must follow the line of people 
Or avenues of business that are open to 
you. I think it is dangerous to spe- 
cialize in one particular line of prospect- 
ing today, because one line of business 
is up today and another up tomorrow. 


* * x 


What is your most successful method 
of prospecting? 

J. H. McClimans: The most successful 
method of prospecting for me in the past 
eight years has been to refer about twice 
each year to my policyholders’ record 
book, where I note the types of people 
I have been able to sell, and usually 
other names occur to me. Frequently 
from my policyholders’ record I discover 
anew need has arisen. A man may have 

€come more prosperous or he may have 

ad a promotion. All of these things 
I put on a sheet I keep on my desk. 


* *K 


What methods do you use in building 
contacts or prestige? 

L. A. Spencer: The first requisite for 
a man or woman in the insurance busi- 
ness is to merit the confidence, finan- 
cially and otherwise, of the people 
among whom he lives. You cannot ex- 
7 to have prestige with the up and 
pg people of your community if you 
ae ae — of — — or 

f oin in i 
merit their conabane gs irr Tos 
oe second requisite is to know your 
peers. I would think it wise to be- 
ag as a professional “joiner’— 
po belong and carry your load in 
= US Civic organizations, and to be- 
ween some club. I think it is very 
py e - Pick out a place at which to 
ya fon each day where you will 
don € representative people of your 

munity, if you have such a place, 


and let it be known that you are going 
to be there during that hour. 


* * * 


What is the best approach today to 
young men between 21 and 30? 

L. A. Spencer: I don’t think there is 
any “best approach,” but I like to ap- 
proach a young fellow with this phil- 
osophy of life—“I am not necessarily 
talking to you about insurance, but I 
believe every young fellow has three 
problems: 1. Creating an estate, if he 
dies. 2. Building up available reserves. 
3. Building an income for old age. 
would like to discuss these problems 
with you.” 

ow + 


What approach do you use on very 
close friends? 

A. N. Goldfeder: There was a time 
when I felt I could not and would not 
approach personal friends, but when one 
became a hopeless invalid our other 
friends pointed their finger at me. In 
another instance the father of one of my 
friends died after a long period of hos- 
pitalization during which they spent in 
excess of $5,000. Although the father’s 
business was 40 miles away and he had 
$10,000 of insurance, his family felt I 
was responsible for not having sold him 
adequate insurance. Therefore, I don’t 
hesitate to tell my friends that I feel a 
personal responsibility in covering them 
and their. families. 

George M. Cooper: I use the indirect 
method. By that I mean that I usually 
have lunch with friends, not with the 
idea of getting business at that time but 
to keep posted on changing situations. 

1. 6 


Should one lead up to the purpose of 
his call or state his business direct? 
State it direct (consensus of opinion). 
oe * 


In what important respect have you 
changed your sales technique today as 
compared with that you were using five 
years ago? 

L. A. Spencer: To people with whom 
I am dealing, the tax problem is becom- 
ing more and more important. 

In the creation of an estate, the 
method of distribution is becoming ex- 
tremely important. We are using more 
of the settlement options. 

Group coverages are becoming ex- 
tremely important. Those of us who 
live in the larger centers must recognize 
that an increasing proportion of business 
will have to be done on the wholesale 
basis—staff insurance, group insurance, 
group annuities, pension trusts. 


* * 


How much time do you spend on 
service work, and does it pay you to 
do it? 

Denver Wharton: Sixty percent of my 
time is spent on service calls. It pays 
me to do it. It puts me in the life in- 
surance business, because something 
usually develops which shows a need 
for life insurance. It may not be that 
particular policyholder; it may be for a 
friend of his, or for a friend of someone 
in his family. One out of every five 
cases I secure is the result of having 
rendered service. 

. Young: Seventy-five percent of 
my time is spent on service calls. I get 
most of my business from picking out 
ten or twelve of these people. I keep in 
touch with them for, say, six months, 
and in some cases as long as 18 months, 
but if they break I have a nice year’s 
business. 

Ben Wolf: Seven out of nine cases I 


wrote in June were the result of service 

calls, and I expect to write 10 cases on 

the strength of similar calls this month. 
oe 2 


Is it good salesmanship to first sell 
the medical—taking the chance of fin- 
ishing the sale? 

M. J. Donnelly: I think it is. I like 
to get the man examined. Again and 
again I am charged with a medical fee 
just to have the business looked over, 
but still I do it, particularly if the case 
is large. 

* eee 

What is the best method of keeping 
your policyholders “tied” to you for 
their future insurance purchases? 

F. H. Conrad: Programming is an ex- 
cellent method. After you analyze a 
man’s insurance and what it is going to 
do for him and his family, he is reluc- 
tant to buy life insurance without con- 
sulting you. 

L. A. Spencer: Act and live the life 
insurance business; I think that is the 
answer. In the first place know your 
business; if you can inspire confidence 
in these people, you have tied them as 
closely to you as you can. 

Denver Wharton: Whenever new 
clauses have been made applicable to all 
policies I have sent out letters to my 
policyholders. These impress on the 
minds of my policyholders that I am 
thinking of them and they know I am 
spending my money to do that. Many 
times a policyholder has said to me, “I 
have insurance in other companies and 
none of them has told me about these 
changes.” 

ee 

Times are good now and many people 
are able to purchase life insurance and 
yet they feel, from past experience, that 
there may be a time when they would 
not be able to meet their premiums. 
How can we meet this objection? 

R. B. Goodwin: This is second-hand, 
but I think it is timely: 

“Life insurance is one form of prop- 
erty you can safely buy; and if you quit 
paying premiums, you have full title to 
a part of it.” 

W. J. Powell: A certain insurance 
man I know is selling a five payment 
life policy and making money today. I 
suggest in times like these when men 
are earning good incomes that they buy 
the higher priced policies so they can 
have something to fall back on. 





This Idea Sold $5,000 


Mr. Prospect, if you got a 5 percent 
cut in pay, you could still get by; the 
world wouldn’t come to an end for you, 
would it? Suppose some day your family 
were forced to take a 100 percent 
cut in income—if something happens to 
you. The world would come to an end 
for them. But, fortunately, you can 
keep them from such a cut if you'll give 
me about five per cent of your salary 
each year. Wouldn’t it be better for 
them to have just a small cut some day 
instead of a 100 per cent cut?—Minne- 
sota Mutual. 





This Idea Sold $10,000 


(Hand the prospect a $1 bill with a 
3 cent stamp pasted on it. Ask him if 
he has ever seen any money like ‘that. 
When he says no, proceed as follows:) 
“This is a life insurance dollar, you see. 
The stamp isn’t a new tax, it’s simply. 
the postage to get the dollar bill to you. 
In other words, you pay the 3 cents 
postage that it costs to mail each dollar 
to you, and if anything happens to you 
this year, we’ll send as many dollars as 
you’ve paid the postage on to anyone 
you name. Now, how many dollars do 
you. want sent on that reasonable basis?” 
—Minnesota Mutual. 


Chief Sources for 
Life Prospects 


The Sioux City agency of the Union 
Central Life has got out a leaflet giving 
its opinion what are the chief sources 
of prospects today. It says: 

Today it’s not a lack of prospects! 
Check these sources for business in your 
community: 

1. Wedding bells are ringing, loud and 
often. Don’t overlook this avenue for 
business. 

2. College graduates are finding jobs 
plentiful. They want insurance. 

3. Dads are buying policies for their 
boys who are going to the army. 

4. Farmers are getting good prices, 
and crop prospects are splendid. 

5. Government employees are many 
and they are well paid. 

6. Women (nurses, salesladies, teach- 
ers, private secretaries, public health and 
relief workers) are fine prospects. 

_ %. Many lapsed policyholders can buy 
insurance now. 

8. Business insurance is salable. 

9. Veterinarians, salesmen, skilled 
workers, tradesmen have money in their 
pockets. 

10. Property owners, even though 
not wealthy, will suffer estate shrinkage 
because of taxation and administration 
costs. 








Whatley Tells Agents in 
a Slump to Use the 
Time Control Method 


Vice-president S. T. Whatley of the 
Aetna Life at the central division con- 
vention urged agents who are in a slump 
to get a time control blank and observe 
it religiously for two weeks. He said 
that while he was general agent in Chi- 
cago the Sales Research Bureau wrote 
to two or three dozen general agents 
throughout the country asking them if 
they would not cooperate in setting 
down for two weeks just how they spent 
every moment of their time. He said 
he never worked more efficiently than 
the two weeks during which he had to 
fill out these blanks. It showed him that 
he was losing much valuable time on 
trivial affairs. It taught him to work 
the way that he knew he should work 
and which he had not been doing. These 
time control blanks, he said, make one 
more honest with himself. 





_Americans have increased the average 
life insurance protection per family from 
$1,125 in 1917 to nearly $4,000 today. 


C. LU. 











Plan Public Relations Dinner 


National figures in life insurance and 
public life will speak at a public rela- 
tions dinner to be held in Richmond, 
Va., early in the fall under the spon- 
sorship of the Richmond C.L.U. chap- 
ter and Life Agency Managers, Inc. 
H. W. Vaden, Guardian Life, is gen- 
eral chairman. More than 200 Rich- 
mond business and professional men 
will be invited. The purpose will be 
to bring before the public what life 
insurance is doing to meet the eco- 
nomic, financial and social responsibili- 
ties confronting the country. Holgar 
J. Johnson, president of the Institute of 
Life Insurance, will be one of the 
speakers. 
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Need Wage as Well 
as Price Control 
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controlled, the plan would still be inade- 
quate for there would still remain an 
excess of purchasing power over and 
above the cost of living. Such an ex- 
cess might lead to speculation in forms 
of wealth not under government control. 


Greater Savings Will Help 


“In addition to financial control there 
are two practicable ways of preventing 
inflationary price rises. One is_ the 
method of encouraging greater savings, 
and the other is that of providing a 
wider base of taxation. 

“The new tax bill now before Con- 
gress deliberately limits the application 
of the latter potential remedy by ex- 
empting the lower income brackets 
from income taxation,” Mr. Linton con- 
tinued. “According to a study made sev- 
eral years ago by the National Re- 
sources Committee, 90 percent of the 
country’s income recipients earned less 
than $2,500, but their total earnings 
amounted to more than 60 percent of 
the national income. It is proposed to 
tax only slightly this relatively vast 
amount of purchasing power. 

“This situation leaves life insurance 
men with a great opportunity to con- 
tribute to the economic welfare of the 
nation by enabling more people to place 
their savings in a form of investment 
which will not only form a cushion 
against national inflationary trends, but 
will also provide greater incomes for 
widows and children in a period when 
greater incomes may be required be- 
cause of higher prices.” 


Effect of Lower Interest 


Mr. Linton stated that the com- 
pany’s rate of interest earned on all in- 
vestments dropped from 4.92 percent in 
1930 to 3.45 percent in 1940. This de- 
cline alone is equivalent to about five 
and a half million dollars a year on the 
company’s assets. Fortunately, as an 
offset, the company’s mortality experi- 
ence has been very favorable. 

W. K, Wise, vice-president in charge 
of agencies, also discussed the effect of 
declining interest rates from the angle 
of the salesman. He pointed out that in 
1931 it took $15,670 of life insurance to 
provide $100 a month to a widow for 20 
years; today it takes $17,457 of life in- 
surance to provide $100 to a widow for 
20 years. This differential represents an 
added insurance market over ten years 
ago, and with the steady rise of Amer- 
ican incomes it stands to reason that 
more life insurance will be sold in order 
to do the job that is required as the 
national income continually increases to 
pre-depression levels. 

Safety may be a necessity in theory, 
but in fact it is a luxury and men will 
pay for it for their dependents and 
themselves as long as they are able to 
make a conscious choice, Mr. Wise said. 


Successful Characteristics 


Four inborn characteristics are im- 
portant in underwriting success and the 
lack of any one of them can measure the 
distance between mediocrity and out- 
standing success, Mr. Wise continued. 

First is friendliness. People like the 
friendly agent and he likes them. 

Second is the capacity to appreciate 
life insurance. To the successful avent 
life insurance is an institution of pe- 
culiar dignity, integrity and significance. 

Third is a deep social consciousness, 
a wholesome appreciation of the society 
in which family relationships play so 
large a part, and of the fact that money 
is an important factor in promoting 
these social relationships. 

Fourth is what might be called “the 
concept of the finished sale,” the ability 
to realize that -all which has gone be- 
fore is of no avail without a signature 
on the dotted line, 

The meeting began Monday with a 
dinner at which Theodore Widing, the 
company’s leading producer for the last 


three years, served as _ toastmaster. 
Nathaniel Reese, Michigan genera! 
agent, welcomed visitors, and vice-presi- 
dent Wise made introductions. Mr. Lin- 
ton made his talk. 


Tuesday’s Session 


E. A. Sawin, Philadelphia, was chair- 
man of Tuesday’s session. C. Vivian 
Anderson, Cincinnati, spoke on the sub- 
stantial agent and his community. W. D. 
Cross also addressed the meeting. 

H. W. Andrews, Tacoma, 
Hauslein and H. Sonneborn, Jr., 
delphia, and S. R. Swenson, New Y 
led informal discussion groups Wednes- 
day. R. W. Druckenmiller, of Allen- 
town, conducted a meeting at which 
Irvin Bendiner, guest speaker, talked on 
“The Substantial Agent and His Fu- 
ture.” 

Breakfast meetings were held on 
Thursday, the concluding day, with C. 
T. Farrow, Jr. New York; W. R. 
Gardner, Richmond; E. W. Simpkinson, 
Cincinnati; and W. T. Smith, of Phila- 
delphia as leaders. Ray T. Wright, 
Lawrence, Kan., was chairman at the 
closing session. Speakers were Mr. 
Widing, Dr. Samuel Stevens, president 
of Grinnell College, and President Lin- 
ton, 


Mutual Trust Has 
Regional Parley 
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plan were demonstrated by interviews 
that Dave Dawson, agency supervisor, 
had with Carl J. Homann, Madison, 
Wis.; Walton Murat, Stevens Point, 
Wis.; Lawrence Wade, Kankakee, IIl., 
and c H. Lentz, Wauseon, Oo. 

Paul S. Nelson, Minneapolis man- 
ager, talked on “The Social Security 
Determinator.” The effectiveness of 
the family income folder, one of Mutual 
Trusts’ most potent sales pieces, was 
made clear by interviews with H. E. 
Beckman, Rockford, ris J. L. Presler, 
Van Wert, OW. 3). Roll, Cincin- 
nati, and j. W. Sabincik: Montevideo, 
Minn. Stacy B. Merchant, agency su- 
pervisor, was the interviewer. The ses- 
sion was closed with a presentation of 
the new mortgage redemption sales 
portfolio. Entertainment in the after- 
noon consisted of a ball game at Com- 
iskey Field for the men, and a trip 
through a broadcasting studio for the 


ladies. 

H. A. Newhart, agency secretary, 
outlined the new material, and Reed C. 
Nelson, general agent at Cedar Rapids, 
Ia., explained in detail its uses and ap- 
plication. The conventioneers seemed 
to regard the new mortgage insurance 
equipment as the most valuable feature 
presented at the convention. 


Describes Agents Pension Plans 


Vice-president Raymond Olson was 
chairman of the concluding business 
session at which I. L. Grimes, secretary 
and actuary, was the first speaker. Mr. 
Grimes described various pension plans 
that have been adopted for agents by 
a number of companies. C. E. Menor, 
Jr., chief underwriter, presided over a 
question box. Some time ago, he 
mailed a questionnaire to the agents 
with the explanation that the questions 
asked and the criticisms offered would 
be answered at the convention. 

Agency Secretary H. A. Newhart 
conducted interviews on the Mutual 
Trust’s settlement options with Fred G. 
Schnieders, Milwaukee; Carl J. Ho- 
mann, Madison, Wis., and Jean P. Har- 
rison, Bloomington, Ill. There was an 
objections contest, the judges of which 
were L. R. Lunoe, eastern manager; 
Fred A. Hardy, Seattle; Paul S. Nel- 
son, Minneapolis, and Dave Dawson 
and Stacy Merchant, home office super- 
visors. Participants were selected by 
the numbers on their convention 
badges, and asked to give answers to 
typical objections to life insurance. The 
judges selected and awarded prizes to 
the three winners. 

A. Bs 


Vice-president Slattengren 


wielded the toastmaster’s gavel at the 
banquet which brought the gathering to 
a close. The featured speaker was 
President E. A. Olson. Service med- 
als, trophies and awards were distrib- 
uted. In an impressive ceremony, J. L. 
Presler, general agent at Van Wert, oO 
was crowned “king of effort,” as a re- 
ward for ranking first in a directed 
effort campaign held in October and 
November of last year. 


Federal Premium 
Tax in Offing 
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have dated from the day the House re- 
jected the proposal for joint income tax 
returns, which is estimated to have rep- 
resented more than $300,000,000 of rev- 
enue. 


Timing Is Uncertain 


Last week, when the treasury sub- 
mitted to Congress a set of recommen- 
dations for additional tax, the insurance 
tax proposal was not among them. 
Those recommendations included joint 
income tax returns except where both 
husband and wife have earned incomes 
and also a radical lowering of the tax 
base. Should those recommendations 
be passed, it is understood that the 
Treasury will hold in reserve for the 
time being the insurance tax proposal, 
and will bring it out perhaps in Septem- 
ber. If the latest recommendations are 
rejected, however, it is believed the 
Treasury will seek to have the insur- 
ance tax included in the pending reve- 
nue bill. 

The accident and health premiums of 
life insurance companies and of exclu- 
sively accident and health companies 
amounted in 1940 to somewhere in the 
neighborhood of $200,000,000. 


MORGENTHAU MAKES DENIAL 


WASHINGTON — Senator Danaher 
of Connecticut asked Treasury Secretary 
Morgenthau during the senate finance 
committee hearing if any plan to tax life 
insurance were being considered. Mor- 
genthau denied that this was the case. 
The New York “Herald Tribune” ac- 
count of the hearing, however, stated 
that Assistant Secretary of the Treasury 
Sullivan later said such a plan was be- 
ing considered. 


Program For , 
Millionaires Set 








(CONTINUED FROM PAGE 1) 


tual, St. Louis; Lowell L. Newman, Penn 
Mutual, Fort Wayne. 

Also: Victor F. Pettric, Occidental, Los 
Angeles; Harry Phillips, Jr., Penn Mu- 
tual, New York; Phinehas Prouty, Jr., 
Connecticut Mutual, Los Angeles; Leon- 
ard L. Rothstein, Home Life, New York; 
H. Kennedy Nickell, Connecticut General, 
Chicago; Harold L. Regenstein, inde- 


pendent, New York; Theodore M. Riehle, 
Equitable Society, New York; Leon gi: 
bert Simon, Equitable Society, New 
York; Lawrence EB. Simon, Massachusetts 
Mutual, New York; William E. Sander, 
Mutual of New York, Seattle; Georg, 
H. Schumacher, Massachuetts Mutual, 
Cleveland; Julian W. Schwab, Indian. 
apolis Life, Indianapolis; Bruce Sweet, 
Buffalo; Marvin Sherman, Equitable go. 
ciety, Los Angeles; Robert E. Sanders, 
Business Men’s Assurance, San Diego: 
Samuel Soforenko, New York Life, Proyj. 
dence; J. E. B. Sweeney, Equitable So- 
ciety, Wheeling; Grant Taggart, Cajj. 
fornia-Western States Life, Cowley, 
Wyo.; Dix Teachenor, Kansas City Life, 
Kansas City; Stanley F. Transue, Penn 
Mutual Life; Bethlehem; S. D. Weissman, 
Equitable Society, Boston; J. Hawley 
Wilson, Massachusetts Mutual, Oklahoma 
City; Henderson L. Peebles, Northwest. 
ern Mutual, Charleston, W. Va. 


Sees Big Opening 
for Life Insurance 
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ing business in South America, he 
contends. 

Standards of insurance supervision 
and operation are not comparable with 
those in the United States, according to 
Mr. Everhart in most cases. The situ- 
ation is particularly difficult for the 
North American living in Latin Amer- 
ica. If he buys life insurance from a 
local company his heirs may run into 
all sorts of difficulties with currency 
exchange conditions and local laws and 
regulations. Furthermore, if he is buy- 
ing a policy to provide retirement in- 
come he usually plans to spend his de- 
clining years back in the states and 
wants a policy written in dollars, not in 
pesos. 


Political Objections Can Be Handled 


As for the objection against doing 
business in South America because of 
venal politicians attempting to ham- 
string foreign corporations so as to pro- 
tect native companies. Mr. Everhart 
said that any United States firm doing 
business in Latin America must face 
these situations but they can be dealt 
with where the determination is strong 
enough. As far as medical examinations 
are concerned, Mr. Everhart contends 
that there should be no trouble in find- 
ing plenty of accredited physicians 
through the Pan-American Medical As- 
sociation, whose membership is limited 
to physicians of the best type. 

Companies desiring to do business in 
Latin America would have the coopera- 
tion of the State and Commerce de- 
partments, both of which are vitally in- 
terested in promoting better relations 


‘with Latin America. He also suggested 


that the use of the inter-American Com- 
mercial Arbitration Association which is 
connected with the American Arbitra- 
tion Association, would be a means to 
handle disputed points without friction. 

Order four copies of Albert Hirst’s 


“when a Man Dies” for $1 from National 
Underwriter. 














course, each with private foyer. . 
of menus and prices... 





NO RISK HERE! 





* That's one prime thing about The Waldorf. . 
staying here on your New York trips. 
. restaurants with the widest variety 
the convenience of mid-town location with 
two bus lines at the door and nearby subway. You'll save time and 
add immeasurably to the pleasure of your visit. 


THE 
WALDORF-ASTORIA 
Park Avenue : 49th to 50th—New York 
Air-conditioned Guest Rooms, Public Rooms, Restaurants and Bar 


. you take no risk in * 
Big, comfortable rooms, of 














* 














‘Josted for Results. 


Just as tests are made by chemists to insure that 
metal of the desired analysis is produced, the Pan- 
American's Interview Prospecting Plan has been 
tested in the Field for the desired results in qualify- 
ing prospects for Life Insurance. Constant im- 
provements have been made in this Prospecting 
Plan to aid Fieldmen in getting the desired informa- 
tion about their prospects and to assure interviews 
under favorable conditions. 


This field-tested and results-getting system is de- 
signed particularly for Pan-American Representa- 
tives, and out of every one hundred suspects circu- 
larized, we guarantee 20 replies from prospects 
who ask our Fieldmen to call! 


Several General Agency openings available for 
men—not now connected—who can measure up 
to Pan-American Standards. 


Address: 
Charles J. Mesman, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis Edward G. Simmons 
President Executive Vice-Pres. 

















$8,828 Within Two Years 


were the 1940 
earnings of a two man agency established in 1938. 
One paid for $118,300 and earned $4,634 while the 
other paid for $126,908 and earned $4,194. The record 
in detail as personal producers: First year life com- 
missions, $5,520.89; annuities, $438.12; renewal com- 
missions, $1,197.59; bonuses for increase and persist- 
ency, $603.51. 
General agency openings in California, Oregon, 
Washington, Idaho, Montana, Utah and Wyoming. 
Look up our financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 
HELENA MONTANA 
R. B. RICHARDSON Assets $15,516,096 LEE CANNON 
President Surplus $2,400,000 Agency Vice President 
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With these Guarantor Plans you can 
“close” larger contracts. They offer your 
better class of preferred risks just what 
they want... a low-cost retirement plan 
combining disability, family income, an- 
nuity and cash death benefits. And to 
make them still better they've been pack- 
aged for easy selling. With the clever, 
> easy-to-understand way they're put up 
even the “new-comer” in the insurance 
field can effectively present them. They 
are typical of still other Columbus Mu- 
tual’s “Insurance Packages” that are 
boosting the earnings of Agents and 
Brokers everywhere. 


2. PREFERRED GUARANTOR 

With this plan you offer $50.00 per 
month disability income, plus family 
benefits of $1,000 immediate cash and 
$50.00 per month for 10 years... for the 
cost of only $15.79 per month at age 35. 


1. INDEPENDENCE GUARANTOR 

This plan offers $100 per month disabil- 
ity income, plus $100 per month annu- 
ity income at 65, plus 20% more insur- 
ance, all for the surprisingly low rate 
of $43.90 per month at age 35. 


HERE’S HOW THEY BOOST SALES and EARNINGS 


AGENTS’ NAMES ON REQUEST 


“Please send me an additional supply of Guarantor Forms. You'll note I've been 
making great use of these plans in boosting my volume. Last month three-fourths 
of my business totaling $76,000.00 was on the Guarantor plans, averaging $9,500.00 
per case.” 


“Have been giving the Guarantors a whirl again. This month $33,000 was on these 
forms, just about half of my month's production.” 


Send for the Guarantor Portfolic. No obligation. 


ADDRESS: JAMES A. PRESTON, SALES MGR. 


The Columbus Mutucl Life Juswrance Ca. 


COLUMBUS OHIO 


It’s FUN to Sell 


Life Insurance , 
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“THAT'S DIFFERENT” ~*~ 





Not long ago one 
of our newer repre- 
sentatives told us, 
"Selling Occi- 
dental's PERFECT 





OPEN TERRITORY 
PROTECTION is Occidental Life has some 
fun. This is the first open territory for men who 


time in my experi- find "Fun" in their work. 
ence that | have Write Mr. W. H. Trentman, 


had something to Vice-President. 
offer that was ex- ‘\ r 
clusive."' 
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This picture shows those in attendance at the 35th anniversary convention of the 
Ohio State Life, which was held at White Sulphur Springs, W. Va., with more than 
100 in attendance. President Claris Adams is in the middle of the front row. 


Gale F. Johnston (right), 
field director of the defense 
savings staff, stopped over in 
sreensboro, N. C., to discuss 
defense plans with Julian 
Price, North Carolina de- 
fense savings committee 
chairman (center), and W. 
H. Andrews (left), active in 
civic activities. Mr. John- 
ston has been “loaned” to 
the government as a “dollar- 
a-year man” by Metropolitan 
Life. Mr. Price, president 
of Jefferson Standard, is sim- 
ilarly donating his services 
to the defense savings effort. 
Mr. Andrews, manager of 
the Jefferson Standar d’s 
Greensboro agency, and Mr. 
Johnston are trustees of the 
National Association of Life 
Underwriters. 


Group of Franklin Life executives herewith display the results of their fishing skill 
in Canadian waters. (Left to right) Henry M. Lutz, vice-president; Charles E. Becker, 
president, and Louis F. Gillespie, legal counsel and director. 
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A group of leading agents and home office employes are photographed in front of new home office building of United Life & Accident at Concord, N. H. The agency 
leaders attended dedication ceremonies at Concord and then proceeded to Bretton Woods, N. H., for a four-day outing. 





